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Columbia Ignitor Dry 
Cell in a New Jacket 


For many years you have been familiar 
with the red-and-white color design of 
the Columbia Ignitor. Since the advent 
of the Columbia “ Hot Shot” Battery in 
its attractive lithographed steel case, 
however, we have felt it desirable to so 
change the color scheme of the Columbia 
Ignitor that it will be comparable with 
our “Hot Shot” in both color and design. 


























Theretore on March rst, 1923, we will 
begin shipments of Columbia Ignitors 
with the new jacket—the design being 
as illustrated herein, and the colors gray, 
red, and blue—similar in all essential 
details to the “Hot Shot” colors. 





And don’t forget that the quality will 
always be maintained to the highest 
degree. 








Columbia 
Dry Batteries 


— they last longer 





Fahnestock Spring Clip Binding 
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the seat of the breeches, as the case 
may be, and tell him what’s what. 
The jobber salesman is the only one 
in a position to do this job 100 per 
cent. Every salesman should read 
the first article in this issue carefully 
and then act accordingly—not once 
but every day, all through this year. 
Next month we have planned to have 
a very well-known contractor give his 
views on the subject. He realizes 
full well the seriousness of this situa- 
tion. In fact, you will find a major- 
ity of the contractors are open-minded 
and ready to listen to your sugges- 
tions, as salesmen, on how they can 
sell their service. 
* #* # 


“cc ARD LUCK SAM” is com- 
H ing back again in the April 
issue after a short lapse. 
The author is a field representative 
on the staff of THe Jonper’s Sates- 
mAN and his stories are based on 
experiences which salesmen relate to 
him. He has intimated that he has 
heard of one or two experiences in 
which the cards did not run against 
“Sam.” In that case we may let him 
try writing about them, although it 
would be a shame to spoil a class 
“A” pessimist. 
* e * 


PEAKING of Sam reminds us of 

Old Tut, and that reminds us in 

turn that out of 4000 salesmen 
there are about 3500 that ought to 
take off their wrappings and climb 
out of their sarcophaguses and send 
in some “How I Landed the Order” 
stuff. Rich as Old Tut was. we doubt 
if he could earn $5 in five minutes 
even if he had the imagination. You 
can. 
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p Accidentally Thrown 


Into Contact~#couianor 
have happencdwitha Burtt Dos 


To be safe, a switch must be Quick Make as well as 
Quick Break. Then the switch must be fully opened or 
fully closed and it cannot be accidentally operated. The 
play provided in the operating handle and effort required 
to compress the Quick Make spring prevents uninten- 
tional operation. 


The “Bull Dog” Safety Switch embodies the ten essential 
features for safety. It will meet your customers’ require- 
ments for safety, operation and dependability. 


The “Bull Dog” is a type “A” construction switch, en- 
closed in a roomy cabinet which allows ample wiring 
space and prevents arcing to the cover. It has interlocks 
that make it accessible to authorized maintenance men 
only. The blades are of unit construction and must all 
come out together. For economy and ease in mainte- 
nance and repairs, the blades arg reversible and all parts 
are standardized, and can be removed for replacement 
and repairs without dismounting the cabinet. Inter- 
changeable end plates and many well placed knockouts 
allow for any wiring condition. 
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. . Whenever you hear of an accident with a so-called 
The Bull Dog with Cabinet Open “safety switch,” check up on the “Bull Dog” features. 


You will find that it would not- have happened with the 
“Bull Dog” on the job. 


Give your customers safety 
and _ satisfaction—Sell the 
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Help the Contractor to 
Cash in This Year 





ET a number of electrical men get 
together almost anywhere and a 
wail is pretty sure to go up about 

inadequately wired houses. The par- 
ing down of specifications on the part 
of the contractor in order to “get by”; 
the absurdly small number of outlets 
that finally show up when the job is 
done; cut-throat competition—all these 
things are discussed and the growing 
evil viewed with dismay. 


An article elsewhere in this issue 
deals with certain phases of this im- 
portant subject. There is a job for you 
to do. If you do it well, it means that 
you will add millions of dollars to the 
total of electrical materials and supplies 
sold during 1928. And beyond that, 
you will help to make electricity avail- 
able on a much greater scale to people 


who are building homes, whereupon ap- . 


pliances of all kinds may be later sold 
with much less resistance. 


This is not just another thankless 
task that somebody is trying to wish 
upon you. This is a matter of dollars 
and cents. It means more money for 
you as well as your house. 


There is a piece of business that has 
got to be taken up with every con- 
tractor in the country in a personal, 
heart-to-heart way if existing evils are 
to be eradicated. No set of men have 
the opportunity that is presented every 
hour of the day to the salesmen of the 
electrical supply jobber. Therefore, 
we say that a responsibility rests with 
you salesmen that for your own per- 
sonal advantage, alone. vou cannot 
afford to sidestep, no matter how 
rushed you may be this year of great 
activity and high pressure. 

The year is well advanced. While 
building activities are not likely to ex- 
ceed those of the record-breaking vear 


of 1922, they will be tremendous with- 
out doubt. The Dodge Industrial Re- 
ports indicate that there will be close to 
$3,750,000,000 of new construction in 
1928. Are these buildings going to be 
adequately wired? Are there going to 
be outlets for the convenient use of elec- 
trical appliances of all kinds? Or are 
they going to be turned out in the hun- 
dreds of thousands wired for lights 
only, and in many cases for “few lights 
only?” 

About 65 per cent of our country’s 
population lives under electric wires. 
Even now, the average consumption of 
energy for every man, woman and child 
in the country is two kilowatt-hours per 
day. Do not let this quiet you. Do 
not let it slacken your efforts, for the 
world today is only beginning to be 
electrified. Only about 30 per cent of 
the houses are wired. Of that number, 
only about 20 per cent are adequately 
wired. 

With the great building program un- 
der way and with opportunity looming 
greater than it ever has in history, is the 
electrical industry to be satisfied. with 
pickings? Are the buildings which are 
going up today to be adequately wired 
as well as adequately plumbed and lav- 
ishly furnished ? 

The electrical contractor is your 
friend. You call upon him every day. 
From you he will take many sugges- 
tions that he will take from no one else, 
for he respects your judgment. There- 
fore, it is up to the jobbers’ salesmen to 
utilize to the utmost the advantages of 
the strategic position which they hold 
with reference to the contractor. In the 
article alluded to, there is set forth a line 
of procedure, which, if you 4000 men 
follow it conscientiously, will lead to re- 
sults of a most definite and tangible 
kind. 
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Why Jobbers Salesmen 
Like to Sell the Liberty Line 


What your customer wants and what he needs are often two quite 
different things. 

As applied to Liberty Hot Plates they are one and the same thing, 
for they give the dealer what he wants in popular prices and all he 
needs in lasting quality. 

The Liberty Line affords everything you want in a hot plate for every 
kind of trade. There’s a Liberty item that will enable you to make 
increased sales with profit to yourself and satisfaction to your cus- 
tomer. 


Back of all Liberty Hot Plates is one idea of service to the customer 
and co-operation with the trade. You can rely on us to do the 
square thing with everybody. It is that policy that has made the 
name “Liberty’’ respected by the electrical trade in a remarkably 
short time, and you have my pledge that this square deal policy will 
be continued. 

Lawrence J. Efferth, 


Sales Manager. 
The Liberty Gauge & Instrument Co. 
(Electrical Division) “<i 2 
6545 Carnegie Ave., Cleveland, Ohio {| @ 
Pacific Coast Representatives 
WESTERN AGENCIES, oe. “Liberty users become 
711-713 Mission St., San Francisco, Calif. Appliance boosters” 


Liberty /ot Mates 
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“TheLiberty 
The Original Liberty Line 


tail. (60 cents west 
of the Rockies.) 


Liberty High 
Heat Hot Plate. 











No. 1-H, $5.95 Re- 
of the Rockies.) 


Liberty Super—3- 
Heat Hot Pilate. 
No. 2-H, $9.85 Re- 
tail. ($10.35 West 
of the Rockies.) 





($14.75 West of the Rockies.) Four 
station switch controls both plates. 
Liberty Super Twin, $16.65 Retail. 
($17.65 West of the Rockies.) Maxi- 
mum consumption 1,320 watts. 
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Trimming Bids by Contractors 
Costs Industry Millions 


Jobbers’ Salesmen Occupy Strategic Position to Quell This Evil and Help 
Contractors Properly to Sell Their Service 


LECTRICAL men are asking: “Whet is the mat- 
ter with .contracting?” 


serious mood over it. A situ- 
ation has arisen which de- 
mands action. The whole 
electrical industry is in the 
midst of a period of expan- 
sion—a period of construc- 
tion almost unprecedented. 
At such a time, everyone 
ought to be happy and mak- 
ing a profit out of his busi- 
ness, Yet this is not the 
case, 


When a man is ill and in 
trouble, and he is your best 
friend, you naturally try to 
help him. In that case, the 
personal touch goes a great 
deal farther than written 
messages of condolence and 
advice. No one is closer to 
the electrical contractor than 


is the electrical supply jobber’s salesman. 
ways in which the jobber’s salesman can help the con- 


The contractors are ask- 
ing themselves the question and are in a very 





HERE are two classes of 

responsible contractors—re- 
sponsible in that they do good, 
honest work and stand back of 
it—that are in need of help. 
They are “The contractor who 
does not know how to explain 
his estimate” and “The con- 
tractor who is beset with fears.” 
It is the jobber salesman’s duty 
—his very profitable duty—to 
help these contractors to stiffen 
up and sell good work at honest 
prices. 











There are 


put the contractor on the road to a substantial profit. 
The method of procedure will be outlined farther on. 
But for the moment let us analyze the contractor’s ills. 


The following paragraphs, 
which are quoted, are from 
a communication to THE Jos- 
BER’s SALESMAN by a man 
who has a keen understand- 
ing of the whole situation 
and who writes with author- 
ity. 

“One of the peculiar situa- 
tions that we have to face 
in dealing with the installers 
of electrical material, com- 
monly known as the contrac- 
tors, is that they do the re- 
verse of ‘Sell ‘Em Something 
More’, They are always will- 
ing to ‘Cut Out Something 
More’. I am here to say 
candidly that I believe if 
every electrical job that has 
been installed in the last year 


had only been done according to the architect’s and 
owner’s plans and specifications, everybody in the con- 


tractor, his very good friend, at this critical time. Be-  tracting line, as well as the manufacturers and job- 


cause he calls upon the contractor at his work and m 
his home; because he knows the contractor intimately and 
discusses with him a thousand and one things that do 


not have to do merely with the selling of goods, the cent. 


jobber’s salesman is in a better position than any other 
tan in the whole industry to effect changes which will 





bers of wiring material, would have been busy in the 
past year, and the total volume of electrical ‘work 
would have been increased between 200 and 400 per 


“You will remember Mr. Dallam’s joke at a contrac- 
tors’ meeting, about the plumber who was honest enough 
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to tell the owner that he was saving his money by leav- 
ing the faucets off of a bath tub, because by buying a 
piece of rubber hose for a quarter he could fill the bath 
tub from the faucet of the wash stand. But what I 
have seen and heard of the electrical contractors is a 
great deal worse than that. We might well compare 
the average electrical contractor with a plumber who 
would advocate not only leaving the faucets off the bath 
tub, but leaving the hot water system out of the house 
and probably only connecting the water closet with the 
drain pipe, and suggesting further to the owner that with 
another quarter he could buy a bucket and bail the 
water out of the bath tub and in that way save the cost 
of the drain pipe from the bath tub. 

“It is my opinion, that we have positively a cancer 
in our industry, and the strange part of it is that every- 
body, including Bill Goodwin, knows of it. In fact, he 
has gone out and lambasted the contractors for doing 
this very thing of taking the job and skinning it from 
the moment they got the plans into their hands to the 
final finish of the actual work. Mind you, this is not 
only the chip basket contractor, but it is the contractor 
that does the very largest work in the country. In fact, 
{ heard a story only some months ago where a job was 
taken by a very large contractor for $85,000.00, when 
he admitted, and everybody else who had figured the job 
admitted, that the cost alone ran $115,000.00. So we 
see that trimming bids and taking contracts below cost 
is not confined to small jobs. 

“Now tell me how a concern can do a job and carry 
out the true intent and meaning of the plans and specifi- 
cations and continue to stay in business, by taking jobs 
like that. There are only two things that a contractor 
can do in such a case. He can first skin the job to the 
limit, and then he can skin every supplier from whom 
he buys. And the crime about it is that a- perfectly 
honest job as specified by a sincere electrical engineer 
or architect, is shot all to pieces, and the owner only 
gets a skeleton when it is finally handed to him in the 
finished building. And, furthermore, this condition is 


going on under both Underwriters’ and municipal inspec. 
tion conditions, and the owner is handed, finally, a little 
slip of paper which says that the building is wired prop- 
erly according to the ordinance No. 

“As far as I have found out, every inspection depart- 
ment, Underwriters’ or municipal, takes the contractor's 
memorandum of what is going into the building as its par- 
ticular information upon which to base the inspection. 
The consequence is that the plans and _ specifications 
might call for 100 per cent, but because the contractor 
has only estimated that the job requires 20 per cent, he 
puts in a memorandum to the inspection department for 
20 per cent of the capacity. The inspectors look wise 
and go through the job, and naturally find that it is done 
right for 20 per cent of the total. As that conforms 
with their information of the requirements, they issue 
a certificate, and the owner thinks that the job is abso- 
lutely first class. He then gets an idea that the other 
contractor who wanted about 83 1-3 per cent more than 
the successful contractor was just simply a profiteer, and 
thought because the owner knew him, he could hold him 
up. The fact remains that the owner was skinned, and 
the skin-game contractor got a good price for the little 
work that he put in. 

“A study of the reports of actual building construction, 
according to permits taken out up to date, reveals that 
at no time in the history of the United States was there 
so much building going on everywhere and of such diversi- 
fied types. That is, we have tremendous residence build- 
ing, hotel, office buildings, public buildings, and now the 
industrial plant buildings are also coming up, and there 
is no reason why the electrical business should not be 
good. However, business can not really be good until 
everybody stops this vicious cut-throat competition that 
we have had in the past two years. 

“I do not advocate profiteering but I do advocate an 
honest job according to plans and specifications, and it 
will take some real salesmanship among the contractors, 
and lots of back bone to convince the owner that he is 
not saving money when he takes (turn to page 54) 
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installations in 





these 


buildings, estimated from past ex- 
perience will be about $650,000,000. 
If all these buildings could be ade- 
quately wired, instead of about 20 per 
cent of them, the value of the elec- 
trical work would be increased 200 te 
400 per cent, by conservative estimate. 


Building Activities in 1923 Are Estimated to Reach 3,750,000.00, Divided About As Shown Here. 
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When a Jobber Yells Fire! 


C. J. Litscher Finds More than a Bucket Brigade Following the 
Disaster Which Destroyed Warehouse and Stock 


Reported by THOMAS F. CHANTLER 


Of the Staff of the Society for Electrical Development 


BOUT a fire, is the way this report begins, but 


A more lasting importance. So all who desire full 
it jumps forward quickly then to other things of 


particulars about the fire 
as such, will please con- 
sult the Grand Rapids 
newspapers of December 
7, 1922. Sufficient to say 
that the fire started in 
the early hours of the 
morning and that by six 
o'clock it was patent even 
to optimists that the 
warehouse and stock of 
the C. J. Litscher Elec- 
tric Co. would be a total 
loss. 

The origin of the fire 
is unknown, but it posi- 
tively was not caused by 
“crossed wires’ Chris 
Litscher says so himself 
and he ought to know, 
for he paid for having 
the building rewired in 
conduit just a year of 
two ago, And that’s a- 
bout all for the fire; 
here’s the big story. 

As early as six-thirty 
in the morning telegrams 
were going out to manu- 
facturers saying :—‘“To- 
tal loss; fire; ship what 
you think best.” The 
first significant thing a- 
bout the replies that 
came pouring in is that 
some manufacturers are 
indeed early birds, for 
Litscher received answers from some of them before nine 
that same morning. Not sweet words of sympathy signed 
by the janitor or the night watchman, but honest to good- 
hess assurance over the name of an executive, that goods 
were being shipped forthwith. Make all the allowances 
that you want to for probable difference in time and the 
fact will still remain that some manufacturers take old 
Ben Franklin’s “Early to bed and early to rise... . . e 
literally. No wonder that the electrical industry 
booms ! 

Among the 75 replies received from manufacturers 
there was one which read:—“Complete stock being sent 





C. J. Litscher, president, C. J. Litscher Electric Co., 
Grand Rapids, Mich. 


prepaid express today—billing as of March first, prices 
guaranteed against decline subject to stock on hand— 
accept our sincere sympathy—can we be of further ser- 
vice?” Another one 
read:—“Very sorry to 
hear of your loss and are 
arranging shipments-— 
should have first deliv- 
ery the first of week.” 
Another, —“Will ship to- 
day—also small express 
shipment—if you want 
more just holler—our 
stock is yours—awfully 
sorry to hear of your 
fire.” And there was an- 
other which read :—‘‘Re- 
gret exceedingly to learn 





of your. misfortune 
through fire—we shall be 
pleased to take care of 
your customers require- 
ments direct from fac- 
tory and assure you all 
such orders shall have 
right of way over every- 





thing else in our plant 
—can we be of any other 
assistance to you?—ad- 
vise.” 

That's a fair sampling 
of the replies received; 
and mind you, all those 
manufacturers had to go 
on was that brief wire; of 
Litscher’s—total _ loss; 
fire; ship what you think 
best. For all they knew 
to the contrary that fire 
might have cleaned him 
out financially as well as otherwise, but there was no 
waiting to see if he was properly covered by insurance 
and had chips enough left to continue sitting in the 
game. Litscher was in trouble and needed help; they 
went sled length and co-operated in a he-man’s way 
Voila! And vet there are those who would have vs be- 
lieve that there is no romance in business, that it is cold- 
livered, penny-pinching affair operated by automatons. 
Mebbe! 

That fire was a gruelling experience, I said to Lit- 
scher, and it no doubt taught you many things. ‘What 
it taught you about precautions against further such 
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happenings and all that sort of thing we'll take for 
granted. Joxsser’s SALESMAN readers are particularly in- 
terested in discovering if it perhaps caused you to alter 
your opinion about this thing we call “business,” the 
men that are in it, too. That is the point of greatest in- 
terest. 


him know. Our temporary office is two long blocks and 
more away from the warehouse we are using, yet our city 
customers come breezing into the office like a May morn- 
ing and place their orders, and then cheerfully hike over 
to the warehouse and get their goods. And the gracious 
manner in which our out of town customers have made 


“You bet it did!” he exclaimed. 


that are in business’, 
Take it from me, the 
women have a place in 
that picture too. When 
it comes to emergencies 
they are among the best 
fellows on earth and 
I’m for ’em. The morn- 
ing after the fire we 
were all crowded into 
temporary quarters, 
everything at sixes and 
sevens, and a thousand 
things each clamoring 
to be attended to first. 
Well, I went into the 
room where the women 
were trying to get some 
order out of the chaos 
in the clerical routine, 
and making almost un- 
believable headway tov. 
What do you suppose | 
found? They had un- 
earthed an old picture 
of mine from somewhere 
or other and had tacked 
it up on the wall; and 
across it they had writ- 
ten this:—‘What’s one 
fire more or less to us!’ 
They are working 
nights, Sundays and 
holidays too. Co-opera- 
tion and loyalty! I'll 
say so.” 

And now how about 
the men in your organi- 


“But you say the ‘men light of delays and mistakes in shipments has been a real 








Good Sportsmanship 


From the Grand Rapids Herald 


HE editorial columns rarely deign to 

notice the advertising columns. But 
when there is as good an editorial as there 
was in yesterday’s Litscher Electric 
Company publicity, it would be gross 
negligence to pass it by. Here is a big 
wholesale house which was burned out in 
the night. 'Twenty-four hours later, its 
Herald advertising reproduces a sheaf of 
telegrams from manufacturers and com- 
petitors, each offering to put Litscher 
necessities first—ahead of every other 
and selfish consideration—so that the 
House of Litscher may not miss a single 
moment’s service to its patrons as a result 
of untoward catastrophe. That’s a fine 
compliment to Litscher. It’s an equally 
fine compliment to Litscher’s manufac- 
turers and competitors. But, best of all, 
it’s the finest kind of a compliment to the 
good spirit and good sportsmanship. of 
the modern business world. This may be 
a sordidly materialistic age in which we 
live and suffer; but every cloud has a sil- 
ver lining—and it’s pretty bright, if 
you'll keep your eye on it. 








eye opener.” 

How do you account 
for it? I asked. 

“In two ways,” hi 
said. “First, by the 
tendency natural with 
any of us to give our co- 
operation and sympathy 
to those who are beset 
by misfortune, especial- 
ly when that misfortune 
is of the readily compre- 
hended kind—some- 
thing spectacular. Don't 
get me wrong in that: I 
am not meaning to im- 
ply that we are sympa- 
thetic only in such in- 
stances, for I do believe 
that sympathy is a con- 
stant quality. But if 
fires were a yearly oc- 
currence with us—well, 
then sympathy would 
find other means of ex- 
pression I think. The 
second reason is that we 
have always done our 
level best to deserve the 
friendly regard and 
confidence of our cus- 
tomers, and also, witli 
the manufacturers. Our 
slogan is “Service is 
what counts’, and we 
have been for years fea- 
turing that line in all 
our advertising. So I 


zation? I asked. How have they measured up? 

“We are using as a temporary warehouse a building 
designed originally for cold storage purposes. Get that— 
cold storage, it is, all right; fifty degrees is the maximum 
so far as warmth goes, and it’s usually less. And fifty 
degrees in northern Michigan is fifty degrees! But the 
warehouse crew are working right along and making their 
cheerful best of it, garbed in the heaviest clothes obtain- 
able. But the point I want to make is that they are seeing 
the thing through with a hip-hip-hooray! It’s one thing 
to work out of doors in cold weather, and quite another 
thing to labor in a practically unheated building. Those 
fellows have shown the kind of stuff they are made of. 

“And our customers!” he went on. “They have been 
wonderful. For example, one nearby dealer called up the 
moment he could get me on the telephone and told me that 
any part of his stock that I wanted was mine, and that if 
there was anything else he could do to help me out to let 


guess that perhaps our customers understand that this 
lapse of service is only temporary and that we will get 
it up to par again as soon as possible. 

“One of the most surprising things has been the way 
in which business people generally seem to regard 4 
misfortune such as we met with. Such things seem to 
be looked on as merely so many hurdles in the game of 
business. If you get over them, well and good—you re 
« comer and there is hope for you. If you flop,—good 
night. One manufacturer wrote me a very nice letter in 
which he referred to the fire in just about that way, as 
a something that was part of the game and to be taken 
standing. He said it would test my ‘intestinal stamina’, 
which is the finest parlor term I have ever heard for 
the shorter and uglier word—guts. Anyway, it con- 
vinces me of one thing, and that is that the man who stays 
in the game and plays clean ball, won’t ever lack for 
friends.” (Turn to page 60) 
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The Season’s Best Seller 


A Young Salesman Shows Some of the Older Fellows That Success Lies in 
the Way You Attack a Proposition 


By NORMAN G. MEAD 


we've fooled away enough time on the Standard 

Company already.” Robert Hardgrace, president 
of the Acme Electric Co., laid down a bunch of sales- 
men’s reports, whirled around from his desk, took a 
vicious bite at his unlighted cigar and glared at Marvin, 
the sales manager. Hardgrave was in no amiable mood 
and the last batch of reports contained one that created 
the explosion. The Acme Company, sales representatives 
for Acme washers, had been trying for two years to 
sell the Acme electric washing machine to the Standard 
Electric Co. of Birmingham and every report from the 
salesman in that territory contained the same sentence: 
“Standard says that our washing machine is too high 
in price.” 


“GS weve tot got to be done and done quickly— 


“Marvin, whom have we in the sales force that can 
sell that Standard crowd?” 


“We have a young city salesman by the name of Har- 
rington who has been with us about six months and he 
seems to be a whirlwind,” replied Marvin. “He’s in the 
sales department offices now and it might be well to get 
him in and talk it over.” 

Acting on the suggestion, Hardgrave picked up the 
telephone and summoned Harrington to his office. It 
was Harrington’s first experience in being called to the 
president’s office, and he imagined all sorts of things— 
a call down, being fired, or some- 
thing of the sort. His anxiety was 
not abated when he found Marvin 
closeted with the big boss. 

“Sit down Mr. Harrington,” said 
Hardgrave, “we have a_ problem 
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which you may be able to help us solve.” 

Harrington’s stock went up above par and he felt 
as though he had grown young suddenly. 

“We've been trying to sell our washing machine to 
the Standard Electric Co. in Birmingham for two years 
and our salesman always makes the same report: ‘Too 
high in price.”” ‘This company handles a number of our 
products and the only excuse I can see is that they have 
not been sold on the proposition. Can you make any 
suggestions?” 

Harrington thought a few minutes before «replying. 
Before he had accepted his present position he had known 
something of the Standard company and Stacey the gen- 
eral manager and buyer. “Gentlemen,” began Harring- 
ton, “allow me to illustrate what I am leading up to. 
At some time you have undoubtedly tried to open a clam. 
You have pried a little, cussed a little, and finally you 
broke the shell and mussed up the anatomy of a perfectly 
good shell fish. You repeated the operation several times 
until someone wise to opening clams, not jackpots, hap- 
pened along and handed you a bit of advice. He told 
you to hit the shell a blow on a certain spot, which you 
did, and the bi-valve opened up immediately gasping for 
breath. During the moment he was inhaling the ozone 
you slipped him out whole before he had even half a 
chance to argue the question out with you.” 

“What in blazes has that got to 
do with this proposition?” ejaculat- 
ed Hardgrave. 

“Everything,” replied Harring- 
ton. “Someone who was wise to the 
right point of attack told you how 
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It Was Harrington’s First Experience in Being Called to the President’s Office and He Imagined All Sorts of Things—A Call- 


Down, Being Fired or Something of That Sort. 
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to open the clam and you got results almost immediately 
when you acted on his advice. The trouble with the 
Birmingham case is that you haven’t reached the right 
point of attack. There are some buyers that no amount 
of sales argument will touch if they are not in accord 
with your ideas on the proposition, Under such circum- 
stances I always ignore the buyer to a certain extent 
and sell the sales force thoroughly on the proposition and 
when they add their weight of argument the case is gen- 
erally closed. Why don’t you try it out on the Standard 
people?” , 

“By George, that sounds logical to me,” said Hard- 
grave. “And to me,” added Marvin. 

“Harrington,” said Hardgrave, I’m going to send you 
tc Birmingham if Marvin can arrange the sales force to 
accommodate the change and I want you to stay there 
until you have landed a good order. When can you 
start?” 

“I can get away tonight if necessary as I have cleaned 
up my work in the city pretty well and some other man 
should be able to go ahead without difficulty. There is 
one request that I wish to make, however, and that is 
that two of our washing machines be shipped by express 
today so that they will reach Birmingham soon after I 
get there. I believe that it will take me about 10 days 
or two weeks and if I don’t land a good fat order my 
name isn’t Harrington.” 


“Go to it,” said Hargrave,” and good luck to you. If 
you succeed on this trip it will mean a better position 
with a bigger salary, so do your best.” 


During the trip to Birmingham, Harrington had time 
to do a lot of thinking. He had made more or less of 
a grandstand play to the big boss and if he didn’t make 
good his stock would be selling at a discount. He knew 
that he had a tough proposition and that the Standard 
Electric Co. was one of the largest in the South, oper- 
ating an extensive retail store in Birmingham. 


On his arrival, Harrington went at once to the express 
office and gave directions to deliver the washing machines 
to the receiving room of the Tutwiler. He then mad 
arrangements with the hotel to have the machines un 
packed upon their arrival and started for the Standard 
Company’s building. Before introducing himself he 
walked through the store and made a mental note of 
the sales force, displays, the arrangement, and picked 
out a place to show his two machines. He then located 
Stacey, the general manager and buyer and stated the 
object of his visit. 

“It’s only a loss of time to talk about it,” said Stacey. 
“your machines are too high in price and we couldn't 
sell them. One of your men has been here every month 
or two for several years and I have always been obliged 
to tell him the same thing.” 


“Contrary to your opinion, Mr. Stacey, I think that- 


our washing machines can be sold here. I am not going 
to argue with you and all I ask is that you permit me 
to place two of our machines in the retail department 
for a week or two.. I will assume the responsibility. 
Further, I want it understood that the machines are not 
to be sold as I shall need them for demonstration pur 
poses elsewhere.” 

“No danger of their being sold,” replied Stacey. “‘If 
you want to assume the expense and go to the trouble 
you are at liberty to place a couple of machines in our 
store but I can assure you now that when people learn 
the price they will lose all interest.” 

“Harrington returned to the store and made the ac 
quaintance of several of the salesmen. He talked busi 
ness generally and made many inquiries. Being a lika 
ble sort of a chap Harrington had no difficulty in making 
friends of Scott, Myers and Martin, three of the sales- 
men. He explained briefly his mission without men- 
tioning the proposed display of the machines. Later. 
inquiry revealed that the washing machines had not 
arrived the next morning he (Turn to page 83) 





business. 


(1) Don’t lie. It wastes my time and yours. I am 
sure to catch you in the end, and that is the wrong end. 


(2) Watch your work, not the clock. A long day’s 
work makes a long day short, and a short day’s work 
makes my face long. 


(3) Give more than I expect and I will give you 
more than you expect. I can afford to increase your pay 
if you increase my profits. 


(4) You owe so much to yourself you cannot afford 
to owe anybody else. Keep out of debt or keep out of 
my shop. : 

(5) Dishonesty is never an accident. Good men, like 
good women, never see temptation when they see it. 





Let These Be Your Commandments 


By Jack Rosenthal 


President Canadian Electrical Supply Co. Ltd. 


The trouble with the liar is that the averages are all against him. He only has one chance in a hundred. Human 
society is so organized that the truth has an enormous advantage. You may get by with the lie and you may lose out by 
telling the truth also. You may guess which card of the deck will be turned up first, and how many beans are in a 
gallon jar. But you can’t make much of a living at that sort of thing. Every lie is a gamble and gambling is poor 


(6) Mind your own business and in time you'll have 
a business of your own to mind. 


(7) Don’t do anything here which hurts your self- 
respect. An employee who is willing to steal for me is 
willing to steal from me. 


(8) It is none of my business what you do at night. 
But if dissipation affects you the next day and you do 
half as much as I demand, you'll last half as long as 
you hoped. 

(9) Don’t tell me what Id like to hear. I don’t want 
a valet to my vanity, but one for my dollars. 


(10) Don’t kick if I kick. If you’re worth while cor- 
recting you’re worth while keeping. I don’t waste time 
correcting specks out of rotten apples. 
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Four Fundamentals for Success 
in Selling Lamps 


Dealer Action on These Four Essentials to His Success Is Easily Obtainable 
Through the Jobber’s Salesman 


By W. E. UNDERWOOD 


LOUNDERING after fundamentals has always 

been a favorite occupation of mankind. That is 

what ails the small boy who dissects the Big Ben 
to see what makes the wheels go ’round. Ike Newton 
was musing along the same lines when the apple crashed 
on his dome and bumped 
his mind out of the rut it 
was in and started it on the 
right path towards the laws 
of gravity. 

For years and years boys 
have grown into men and 
have become merchants. 
Some prospered and others 
failed, just why, precisely, 
nobody knew until we be- 
gan to learn that other 
things besides the difference 
between the buying and 
selling price of goods were 
vital to successful mer- 
chandising. Somebody dis- 
covered “overhead” and 
“turnover” and ‘‘deprecia- 
tion,” the three graces, and 
life has never been the same 
since, 

And in selling lamps and 
lighting there have been no end of theories and wise 
cracks. Many excellent ideas have been advanced and 
many have been tried and their merit proved, but noth- 
ing like a straight and simple road to success has been 
laid down. Even now, only a very few lamp merchants 
and only a very few lamp jobbers have any definite 
policy or plan for building and increasing their lamp 
and lighting business, which is truly the corner stone of 
their business existence. 

But, unless several of the foremost minds in the light- 
ing business are utterly wrong, order has evolved out of 
chaos and we can pretty definitely state the four simple 
fundamentals of lamp merchandising which make for 
success, at least for the Mazda lamp agent who receives 
lamps on consignment and therefore is relieved of the 
consideration of lamp stock investment and depreciation 
or change in prices. 

These four fundamentals are just as important to the 
jobber as to the dealer for they point the way to him 
whereby his lamp dealers may be made more successful 
and therefore more profitable to him. 

The four fundamentals to successful lamp and light- 








ing sales applying especially to the retailer 
1. Window display. 

2. Store interior “earmarks” or lamp sales set-up. 
3. Word-of-mouth selling. 

t. Sales and advertising beyond the store. 

These may sound simple 
to the point of foolishness 
but they have stood the acid 
test of close analysis as ap- 
plied to several hundred 
lamp agents during the past 
two years. Each of these 
agents who has done a rea- 
sonably good job as graded 
on these four points or who 
has done an outstanding job 
on even one or two of these 
points has increased his 
lamp and lighting business 
steadily. Agents who grade 
poorly on these four points 
have either failed in the 
lighting business or have 
shown no increase. 

Of all the things that a 
lamp dealer may do, there 
is nothing more easy and 
less expensive than to dis- 
play lamps attractively in his window. Practically every 
lamp manufacturer provides window display ideas and 
makes available some sort of window trim material to 
his agents or dealers. 


are: 


The lamp merchant has a display window for which 
he pays rent or in which he has an investment. His ex- 
pense for the window goes on just the same whether he 
uses it effectively or not. If it is true, as it certainly is 
for most electrical dealers at least, that lamps and light- 
ing constitute the back bone of his business, these lines 
deserve a mighty prominent part in his window display. 
For almost no expense he can attractively display lamps 
and lighting equipment in his windows, using materials 
from his stock, together with the window display helps 
available from the manufacturers whose lines he handles. 

Case after case might be cited of dealers who have 
been asleep at the switch as far as window display is 
concerned and who have been jolted awake, with the 
result that their sales of lamps and lighting equipment 
immediately increased anywhere from 100 to 500 per 
cent. After checking up on many of these cases, it may 
be conservatively stated that even reasonably good win- 
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dow display will bring, on the average, an increase of 
25 per cent in lamp sales. A person who has had ordi- 
nary experience in trimming display windows can put 
in a very creditable lamp and lighting window in less 
than an hour. Many busy lamp merchants hire some 
bright high school boy to spend each Saturday morning 
in trimming the display window. It costs but a dollar 
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Verbal Salesmanship Wins. 


or two and, after the first few weeks, the boys do a sur- 
prisingly good job. 

The display window is, then, the universal first step 
in the right merchandising of lamps, for the little dealer, 
the big dealer, the metropolitan dealer or the small town 
dealer. 

The next step is to make the inside of the store a re- 
minder to every customer who walks over the threshold 
that he is in a store where lamps and lighting equipment 
are sold. The stock of lamps in cartons should be and 
desetves to be prominently placed on the dealer’s shelves 
well up towards the front of the store or not farther 
back than the cash register, if the dealer has such an 
“animal.” Other reminders may be in the nature of wall 
charts of lamp prices or illustrations; lamps in the show 
case, metal signs; pasteboard cut-outs; calendars; and 
door or window transparencies. Some of these “ear- 
marks,” at least, are obtainable by the dealer from the 
manufacturers whose lines he carries. 

Most important of all, however, is a counter demon- 
strator—something which will display lamps and permit 
them to be lighted. Such demonstrators may be ob- 
tained from lamp manufacturers at cost, or the dealer 
may construct his own. Having a lamp demonstrator 
where the customer may play with the switches and light 
at will the different sizes and styles of lamps which the 
dealer has in stock is a powerful sales stimulus. It not 
only sells lamps but sells more lamps and a wider range 
of lamps than can possibly be sold without it. The cus- 
tomer who comes in for a “40-watt bulb” or perhaps for 
something else entirely, goes out with white lamps and 
Daylight lamps—a whole flock of lamps in addition to 
the single, lonesome “‘40-watt” he originally intended to 
buy. What could be better business inasmuch as he has 
been sold nothing he does not really need; nothing that 
he cannot use to excellent advantage? 

No advertisement was ever written; no sales appeal 
was ever penned; no picture ever drawn that has the 
power to sell of word-of-mouth, face-to-face salesman- 





ship. Even a mediocre job of verbal selling is more effec- 
tive than printed salesmanship. This is not a knock at 
printed advertising. Such advertising and selling has its 
own undisputed place and unquestioned value—it is use- 
ful in the very many places where word-of-mouth selling 
is not possible. It is a tremendous aid to word-ot 
mouth selling. 

Tue Jopser’s SALEsMAN, as you undoubtedly know. 
has preached the gospel of “Sell "Em Something More 
—it is one of the fundamentals of good merchandising 
in any line. It does not have to be crammed down the 
customer’s throat in a way which antagonizes, as many 
simple-minded barbers do when they remind you that 
your hair has vanished at certain points and suggest that 
what remains isn’t any too clean. After about 
r:inutes of this sort of tactless sales effort he has so riled 
you that he couldn’t give you his whole darned shop for 
a lead dime and you re-nege on the tip you had intended 
to slip him. 

The electrical dealer has many opportunities to sell 
the customer whatever the customer wants—and lamps. 
Or if the customer asks for lamps there is a wide open 
chance to interest him in appliances. Fortunately, in 
the electrical game there is always something new and 
everybody is interested in and curious about new things. 
There are always new lamps and always new appliances 
o1 old appliances with new features. If the dealer would 
but take the time to talk to each customer about lighting; 
to inquire of the house-wife how the various rooms in 
her home are lighted and to show her in an interested, 
way how to improve the lighting in each room; if he 
would only tell her how great an aid it is to have an 
RLM reflector and a Daylight lamp over the tubs in the 
basement or how a simple change in kitchen lighting 
could make her work easier; he would sell more lighting 
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Many Fine Sales Opportunities Never Walk Into the Dealer’s 
Store. 

equipment in a month than he ordinarily does in a year. 
The fault lies with us. The public is eager to have better 
illumination but we have never been sufficiently inter 
ested enough to supply knowledge as well as merchan- 
dise. A Hottentot has no use for a clothes brush until 
he has been converted by Hart, Schaffner & Marx and 
the house-wife will not banish gloom and glare from her 
home until she knows what they are and why she oug!t 
to get rid of them. 


It is claimed by some that (Turn to page 81) 
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Is Credit Too Cheap? 


Danger of Being Too Liberal to Contractor-Dealers Emphasized in an Address 
Before the National Electrical Credit Association 


By W. R. HERSTEIN 


Vice-President and General Manager, Electric Supply Co., Memphis 


of electrical contractors, pointed out in great detail 

the advantages of close collections and the perils of 
being too lax in going after accounts payable. The suc- 
cessful contractor, as a rule, takes these admonitions as 
superfluous, and, thinking they 
are not intended for him, sits in 
the meeting and reads his news- 
paper. He does not realize that 
the granting of long terms by 
his competitor is equivalent, 
with many of his customers, to 
a cut price, and may be even 
preferable. Possibly he also 
fails to realize that some day 
his own collections are going to 
become slow and difficult, and 
that it is well, now, to profit 
by his competitor’s example, 
and listen to those who are 
warning him to avoid this 
chasm which engulfs so many. 

No one will deny that quick 
turnover of merchandise is nec- 
essary to business success. 
Quick turnover of money stands 
on an equal basis, but the fact, 
if generally recognized, is not 
generally admitted. Merchan- 
dise and money are assets, and, 
in terms of capital, are convert- 
ible. That is to say, a dealer 
with $10,000 in capital may 
have it represented by merchandise, cash and accounts 
receivable. In the course of the year the nature of these 
assets may be, and commonly is, converted from one to 
the other many times. If the merchandise exceeds its 
natural proportion, the dealer is said to be overstocked, 
or, in other words, his stock is slow moving and he is not 
obtaining proper turnover. This immediately perturbs 
him, and if he is a good merchant he busies himself get- 
ting rid of his surplus stock and thus improving the rate 
of his turnover. 

Not infrequently, however, the dealer finds a goodly 
portion of his capital invested in accounts receivable. 
Here again the principle of turnover applies. As long 
as his capital is tied up in past due accounts receivable 
it is earning more for him than the capital tied up in an 
overstock of fans in February. Does he then get busy 
and endeavor to convert this dormant asset into liquid, 
profit-making capital? Too frequently he does not. I do 
not mean to imply that he makes no effort to collect. 
What I mean is that he does not make the sustained 


I HAVE, on numerous occasions, in addressing bodies 
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effort to successfully conclude the transaction. In this 
he is aided and abetted by many forces, both from within 
and without. 

Concerning the forces from within, I can say that 
after a careful study of the habits and characteristics of 
electrical contractors extending 
es a period of nearly 20 
years, it seems to me that his 
process of reasoning runs some- 
thing like this: “I am a very 
busy man. I reckon I am about 
the busiest man in this town. 
Jones owes me a hundred dol- 
lars and I have asked him for 
it a dozen times. He won't pay 
me, at least now. I haven't 
time to waste on him just at 
present, and there’s lots of 
work in sight and I must get 
my share. In addition to get- 
ting business and seeing to the 
proper execution of jobs, I have 
to do all my own buying. If I 
don’t buy right I don’t get the 
business. After all, buying 
right is one of the big things 
of business, and I guess selling 
is most of the rest. Yes, buy- 
ing and selling; these are the 
things a fellow must look out 
for if he succeeds against com- 
petition, and it is to these that 
I must devote my energies. I'll 
just write these credit men that I’m really too busy to col- 
lect money and they will have to wait a little longer. It’s 
a fact, too. I’ve got to get to work, and I’ve got to buy 
right. I heard a fellow say once that goods well bought 
were half sold, and I guess he’s right. I’m sorry, but I 
really haven’t time to keep chasing after people who sim- 
ply won’t pay. Of course, I have to collect or else I'll go 
broke, but there’s no danger of that just now. Jones will 
pay me some day, and when he does I'll send it to this 
bird in St. Louis that’s been pestering the life out of me, 
and believe me I'll tell him and his house where they get 
off good and proper. There’s a dozen jobbers traveling 
this burg and any one of them will be glad to sell me all I 
want and let me take my own time to pay.” 





So much for the contractor’s soliloquy and the forces 
from within. He is partly right, and largely wrong. He 
is dead wrong when he tries to persuade himself that col- 
lecting is not as important as buying and selling. Per- 
haps I, myself, am wrong when I say that in my estima- 
tion the relative importance of the several functions in 
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the average electrical contractor’s business is about 25 
per cent each for buying and selling, and 50 per cent 
for collecting. I believe any credit man will agree that 
collecting is not less important than 33 1/3 per cent. 

The contractor is right when he tells himself that if 
the Brown Electrical Supply Co. shuts off his credit, he 
can get all he wants from the White Electrical Supply 
Co., the Black Electrical Supply Co. and the Green 
Electrical Supply Co. When he has exhausted the scale 
of colors he can choose his victims by territorial and 
many other designations, and he need by no means con- 
fine his operations to the jobbers; the manufacturers, in 
the granting of credit, are quite as foolish. 

The contractor is exactly right when he figures that 
he can keep going for a long time before complete disas- 
ter overtakes him and he must again apply for a card in 
his local labor union. Apparently, nothing on earth is 
so plentiful and cheap as credit for electrical contractors. 
This is the adverse force boring from without, to which 
I have already alluded, and it works something like the 
following. 

The salesman takes the dealer’s order and sends it in 
with the following letter: “This party has just started 
in business. He has lived here all his life and knows 
everybody. Consequently his prospects are excellent. 
He bought his opening stock from Smith & Co., and 
discounted the bill, $250. This was all the ready cash 
he had, but he has since bought on open account from a 
number of other jobbers. I know this to be a fact be- 
cause he showed me copies of the orders he had given the 
other salesmen. I also went to see the cashier of his 
bank who says the customer is considered honest and 
will probably pay his bills. Besides this, his father is 
said to be worth $10,000 and owns his own home here, 
which must have cost at least $5000, to say nothing of 
the value of the lot.” 

It is therefore easily apparent to the zealous credit 
man, and particularly to the over-zealous sales manager, 
that here is a promising new customer, a good moral risk, 


and one worth taking a chance with. Credit inquiries. 








broadcasted bear out what the salesman said, and i 
more, except that the other houses really received and 
filled the orders. Then begins a dreary round of trying 
to collect when the bills fall due. Possibly once in a 
dozen times the contractor really becomes successful. 
Probably less often he develops into one of those geniuses 
who knows how to make credit take the place of capital, 
and, by prompt collections and swift turnover of the cash 
he gets his hand on, keeps his creditors satisfied, and 
acquires the confidence of his jobbers. 

All too frequently, however, the over-extension of 
eredit proves the dealer’s undoing. Doubtless all of you 
have experienced the dealer who remains a good, prompt 
and apparently successful C. O. D. customer for years, 
and who utterly disappoints you when you sell him an 
open account. What happens is that the credit you ex 
tend him is passed on by him to his own customer, and 
he is, therefore, no better off than he was before, except 
that now he is carrying a burden of debt, and joins that 
great chorus whose perennial refrain is “Jones owes me 
a hundred dollars and I have asked him for it a dozen 
times but he won’t pay me.” 

Undoubtedly the best collector in the electrical business 
is the curbstoner who has no credit. It is he who gets 
an advance from the customer to buy the material before 
the job is started, and who secures a payment of 85 to 
185 per cent of the amount due every Saturday morning. 
He has no false pride about letting his customer know 
that he is not a banker and cannot act in that capacity 
for customers. He is not afraid to ask his customer 
for money. The possible loss of a customer who cannot 
or will not pay promptly has no terror for him compared 
with the prospect of being unable to meet his payroll 
Saturday afternoon and bringing home the bacon Sat- 
urday night. 

The “legitimate’’ contractor could, if he would, learn 
a valuable lesson from the curbstoner. If he would 
teach himself to demand payment of past due accounts, 
whether he needed the money or not; if he would learn 
a lesson that a customer lost, be- (T'urn to page 91) 





HE JOBBER’S SALESMAN has 

undertaken a comprehensive survey to 
determine the extent to which electrical 
jobbers distribute various commodities. 
While obviously many products are dis- 
tributed exclusively through jobbing 
channels, there are many commodities, 
especially in the merchandise line, that are 
only partially sold through wholesale dis- 
tributors. It is particularly to learn the 
actual conditions surrounding the sales of 
these so-called specialties that the investi- 
gation is being made and it is hoped that 
the results will make available information 





What Do Electrical Jobbers Sell? 


that will definitely answer the questions so 
frequently heard, “To what extent do job- 
bers sell vacuum cleaners, or washers, or 
other specialties?” 

A questionnaire has been sent to all 
electrical jobbers asking for certain fig- 
ures. The co-operation of every concern 
is necessary in order to develop accurate, 
authentic data and THE JOBBER’s SALES- 
MAN earnestly solicits this co-operation to 
the end that the proposed survey will be 
of maximum value to the jobbing in- 
dustry. Additional questionnaires fur- 
nished on request. 
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Market for Electrical Supplies 


Jobbers i in Different Sections of the Country Report on Demand and Price 
Tendencies in Their Respective Territories 


with those of last month shows very little individ- 
There is no one commodity out of 
the twenty in which there is indicated a tendency to veer 
abruptly in either price or demand. The complexion of 


(CC'rits those o of conditions shown by this report 


ual change. 


the market as a whole continues to be very favorable. 


It is interesting to sum up all of the answers to the 


They total: 
Good, 38.7 per cent; 


market report columns and then ascertain the percent- 
ages of “Good,” “Fair” 
considered. ~ 
306. Or: 
Poor, 22.2 per cent. 


all commodities 
Fair, 718; Poor, 
Fair, 39.1 per cent; 
Following the same procedure with 


and “Poor,” 


Good, 711; 


the February report we find: Good, 44.1 per cent; Fair, 


39.5 per cent; Poor 16.4 per cent. 




























































































































































































E te MARKET PRICES 
£8 Jan. 15 to Feb. 15 General Trend 
COMMODITY 2 3 : De. COMMENTS 
° n- 
Se Good | Fair | Poor ||creas- |Steady| creas- 
ing ing 
Transformers, insulators, and other Market fair, no particular change recorded 
C.S. distribution equipment....... 72 20 38 14 9 62 1 since last month. 
: Demand continues strong with prices in- 
Poles and pole-line hardware... ..... 72 21 38 13 32 37 3 creasing. 
Demand and prices continue steady in prac- 
Switchboards and accessories........ 72 ll 33 28 4 61 + tically all sections. 
Market continue: d in all sections; prices 
Motors and control apparatus... .. 71 | 21 | 35 | 15 6 | 6] 4 ———<—£ 
R Business in this line continues good, with 
Safety switches TETTPECEE eee 99 649 41 9 8 88 3 prices steady. . 
- Good business reported in all sections, prices 
Wi I oo ie dee cus 100 68 31 1 44 53 3 firm. 
Very good market exists, with prices still on 
Conduit and fittings............... 101 77 21 3 88 12 1 the increase. 
Reports indicate active market, and prices 
R. C, wire and cable............... 101 78 20 3 91 10 0 trend upward. 
Good business reported in all sections, with 
Wi. Pe Widitastaseerracdes, wns 99 52 39 8 85 14 0 tendency for higher prices. 
Market good, with practically no change in 
LADS on ok da cued oh FETS Od s oles 102 77 25 0 6 94 2 prices. 
Fair demand; not much change noted since 
industrial reflectors................ 95 29 49 17 7 86 2 Jast month. 
; ea ‘ No particular change in this field; business 
Commercial lighting units. ......... 87 20 50 17 4 83 0 fair, with prices steady. 
? aoe : , Continued improvement in volume is notice- 
Residential lighting units.......... 68 21 34 13 7 61 0 able by practically all jobbers. 
Fair demand throughout the country, and 
Street lighting equipment........... 59 3 30 26 3 53 3 prices continue steady in all sections. 
Good business reported, with prices slightly 
Heating appliances................ 101 27 52 22 1 87 13 decreasing. 
: “ Market continues good in all sections; prices 
Motor-driven appliances............ 77 15 44 18 6 67 4 jirm, 
ye ee as aS ee 64 12 13 39 1 60 3 Little demand for fans, season not yet open 
: Competition is keen, but sales have increased, 
ed Beer erect eee eee 70 42 22 6 0 52 18 with prices slightly increasing. 
F : Business continues good in this line, prices 
Flashlights and batteries........... 99 40 47 12 4 92 3 are steady. 
] A Not much change recorded since last month, 
Telephone equipment.............. 59 6 23 30 1 53 5 sales slowing up. 
Demand remains active, with slight increase 
Storage batteries.................. 62 22 28 12 14 43 5 in prices. 
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Substitutes—A Flank Attack 
on Progress 


By DR. FRANK CRANE 


Substitute. A man spends many years 
and much money 
developing a product and 
when he has created a de- 
mand for it, along come 
the rascals with substi- 
tutes and undersell. 
But merchants need not 
complain. The whole 
business of life is vitiated 
by substitutes. 
Religion is undoubted- 
ly a good thing, for the 
object of religion is to 
cause sin to cease. But 
the greatest enemy of re- 
ligion is the substitute or 
false religion, which com- 
pounds with sins and 
shows us the way to go on 
with them and yet ap- 
pease our conscience. 
Education. is valuable, 
for education is the train- 
ing of our native faculties. 
But its greatest foe is sub- 
stitute education, which 
consists in stuffing the 
mind with useless knowledge and cramping our 
natural abilities into accepted, conventional 
shapes. 
Organization is one of the best means for get- 
ting things done. But the average organization 
is a substitute for doing anything. When a 
group of people feel the call of duty in any di- 
rection, civic, moral or charitable, they meet, 
make speeches, elect officers, select committees, 
and go home with a sense of having fully 


Tub PEST of the business world is the 


and completely discharged their responsibility. 


Government is a good thing, but it ought to 
consist in serving the peo- 
ple. But most govern- 
ments are composed of 
those who do not serve the 
people, but live as para- 
sites upon them. 

Love is the greatest 
thing in the world and de- 
velops all that is best in 
us. But the substitutes 
for love, including lust 
and a desire to be flat- 
tered, are life’s poisons 
and certainly not life’s 
food. 

Joy is a good thing, but 
the empty pleasure of 
self-indulgence, the mere 
relaxation of diversion 
and the septic delights of 
cruelty, which are but 
substitutes for joy, are 
like the crackling of 
thorns under a pot. 

Aristocracy is a good 
thing, for it means the as- 
cendency of the superior 

virtues. But what is commonly called aristoc- 
racy is but a miserable substitute and snobbery. 

Independence is a good thing. But self-will 
and stubbornness, which are its substitutes, are 
bad. 

In fact, the principal effort of the devil is not 
devoted to a frontal attack upon the things 
which make life good and beautiful, but rather 
to an effort to induce us to adopt cheap and 
dangerous substitutes. 


Copyright 1923 by Dr. Frank Crane. 








An Editorial by Dr. Crane Appears in Each Issue of 
THE JOBBER’S SALESMAN 
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Pictorial Review of Electrical Developments 


Some jobbers in “convention” at Coro- 
nado on the “Border Line”—left to right, 
Charlie Listenwalter, Pete Bach, Earl T. 
Alexander, Frank Gearhardt, Mrs. Phil 
Gough, Sandy Sanderson, Nick Abrams, 
Phil Gough. Below. For twilight fisherman 
—the Bob-o-lite—a combination electric 
flashlight and common cork bobber. The 
light flashes when the fish bites. Fish bite 
best at gray dawn or twilight. With the 
Bob-o-lite, a fisherman can cuddle down all 
cozy and count stars or fix his pipe.— 
©Underwood § Underwood, 


Below is a unique cylindrical windmill 
for driving a domestic lighting plant in 
East Cleveland, Ohio. A special one kilo- 
watt generator is employed—Int’l News 
Reel. 


This little machine, the “Airdry,” dries towels. It consists 
of a motor, fan and heating unit, and the average length 
of time for drying is 86 seconds.—Fotograms. 
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Pictorial Review of Electrical Developments 


Members of the European Lighting Mission together with officials of the National X-Ray 

Reflector Co. of Chicago, their entertainers on Feb. 8. Left to right: J. E. Lauderdale, 

Chicago sales manager, National X-Ray; W. E. Bush, London, British Thomson-Houston 

Co.; A. D. Curtis, president National X-Ray; K. J. Corkey, Shanghai, International General 

New York traffic po- Electric Co.; Kenneth Curtis, assistant treasurer, National X-Ray; C. F. Johnstone, Tokyo, 

liceman equipped with International General Electric Co.; J. L. Stair, chief engineer, National X-Ray; R. J. Bensi, 

hand signal light. The South American General Electric Co.; Norman B. Hickox, sales manager, National X-Ray; 

battery operated lamp is H. Maisonneuve, Paris, Cie des Lampes; H. H. Magdsick, Mela Park, National Lamp 

about the size of a watch Works. This Commission is here for the purpose of studying methods and means which 

and shows both red and have been the basis for the higher intensity lighting movement. Their itinerary includes 
white.—Int’l. Newsreel. New York, Cleveland, Chicago, Schenectady, Niagara Falls, Washington and Boston. 


The Penlux finger lamp throws the light 
rays exactly where they are wanted. The lamp This is a remarkable electrical apparatus which records every action 
with its ingeniously constructed reflector, of the heart. It is placed in the Royal Chest Hospital, London, and fills 
clamps onto the finger. Operates through a one complete room. The patient sits in another room, and the apparatus 
little transformer.—Int’l, Newsreel. is adjusted so as to attune to the natural heart beat.—ZInt’l, Newsreel. 
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Edward Hebern, a mechanic of Oakland, Calif., has in- 
vented a sending and receiving typewriter which operates 
by wire or radio. Above is the sending machine.—Wide 
World. 


Men who check up cash receipts in Pittsburgh depart- 
ment stores after hours use the inspectors’ head lamp 
shown at the left.—IJnt’l Newsreel. 


Dr. Preston B. Barrett and Dr. Louis Bell, of the Sperry 
Gyroscope Ca., have discovered a new way of producing 
helium with the Sperry searchlight. Below, Dr. Barrett.— 
Wide World. 


Col. Edward H. R. Green, son of the late Hetty Green, 
is a radio enthusiast. At left, his laboratory and broad- 
casting station, Round Hills, Mass.—Fotograms, 
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George L. Patterson 
President, Stanley & Patterson, Inc., New York 
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O come in contact once, even, with George Pat- 
terson means to come away with one very decided 
impression. More contacts, and this impression is 
strengthened until it seems to become the chief index of 
the character of the man. And it is this: you seem to 
have been in the presence of a radio-active personality, 
That is to say, a personality that is constantly pouring 


out energy and ideas without 


MEN YOU SHOULD KNOW 
George L. Patterson, 





President Stanley & 


Patterson, Inc. 


ington, at the time when the jobs are being given out. 

In a little shop at 32 Frankfort street, back of the 
World building, all these activities had their beginning 
in the latter part of the 80’s. Mr. Patterson came there 
as a young man from Portland, Me., where he was born 
in 1869. This little shop was easily among the pioneers 
in the electrical industry, and operated under the name 
of Hazazer & Stanley. In the 
course of two years this name 





a diminution of the source. 

With an active, apparently 
tireless physical make-up, he 
yet has a mind which seems 
to outstrip the limitations of 
the body. If there is anyone 
who can seem to be in half a 
dozen places at once and ac- 
complish several things at the 
same time, it is he. 

Given a subject of real im- 
portance to a group of men, 
and George Patterson will 
get those men _ together, 
whether it be in somebody’s 
home on the Lake Shore 
Drive in Chicago, somewhere 
in Texas or in a club in New 
York City. Time or place 
make no difference, and he is 
never deterred because of in- 
convenience to himself. He 


tain 





Stands for Principles 


N OBSERVER and a 

thinker, he has boiled his 
jobbing experience down to cer- 
sound and fundamental 
principles, which he believes are 
best for the industry. 
way possible, he constantly 
strives for the acceptance of 
these principles as any real 
fighter would, gaining a follower 
here and a disciple there. But in 
doing it he always fights fair. 
Even those whose views are op- 
posed to his acknowledge that 
George Patterson always plays 
a game that is on the level. 


was changed to Stanley & 
Hall, and in the meantime, 
Mr. Patterson had been put 
out on the road selling goods, 
and he traveled over the en- 
tire country. In those days, 
electrical supplies, such as 
they were, could only find a 
market in a few of the larg- 
est cities. 

In 1892, in partnership with 
Arthur F. Stanley, the firm of 
Stanley & Patterson was 
formed, and then, as Mr. Pat- 
terson puts it, “for many 
dreary years struggled along.” 

It was in 1908 that he as- 
sumed his dual function — of 
a manufacturer as well as a 
jobber. They opened up in a 
small way at 35 Vesey street. 
The first line launched was 


In every 








will call meetings and be the 
generator of enthusiasm and ! 

discussion. He is an active force in the associations of 
the electrical business. He gives of his time freely to 
committee work and in official capacities in these asso- 
ciations. He runs a successful jobbing business, the sec- 
ond largest in New York City. Without taking off his 
coat or changing his collar he steps through a door and 
down a passage-way in the big New York building, and 
successfully runs a manufacturing business, the most 
important in its particular field. 

A little to one side of the passage-way just mentioned 
is a radio room in which some remarkable achievements 
ire daily being demonstrated, particularly in the line 
of loud-speaking attachments. Seldom does Mr. Patter- 
son get clear by this room without going in, for he is a 
radio enthusiast—keen on the technical end. In the 
front office our Dr. Jekyll is the business executive; in 
the radio room our Mr. Hyde is the enraptured artist as 
he listens to the mellowed tones coming from his latest 
instrument, 

It is surprising, the number and variety of people 
“ho come to him for inspiration or advice. In his office 
the telephone requests come stepping on each others’ 
ieels. “What shall we do in this case?’ “How shall 
ve handle that?” Outside his door—well there is noth- 
ing like it, except, perhaps, the White House in Wash- 





the Faraday signal gong, then 
as now generally accepted as one of the best of its class. 
I'rom a few types of gongs this line has grown to be 
the largest and most complete in the American market. 
From that grew the line of Faraday fire alarm signal 
gongs, later developing by steps into the latest closed- 
circuit, non-interfering type of industrial and small city 
complete signal systems. 

In 1915, the P. R. Manufacturing Co., of Detroit, 
Mich., was bought out, which brought in a line of small 
iron and wood box bells and buzzers. 

Two years later the company purchased the business 
of the De Veau Telephone Manufacturing Co., adding 
the well-known De Veau telephones, annunciators, hos- 
pital signal systems, etc. 

Since then the manufacturing business 
steadily enlarged and has always been confined to elec- 
trical signal apparatus, under the appropriate slogan: 
“Ring or talk—don’t walk.” 

It was six years ago that the company moved into its 
present quarters at West and Hubert streets, New York. 
Here there are 110,000 square feet of floor space, with 
approximately 300 men working in the manufacturing 
end of the business alone. 

Mr. Patterson is devoting more and more of his time 
to his manufacturing interests. (Turn to page 64) 
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-Osgar Pliers Follows Coue 


He Applies the Great Psychological. Principle Backwards 


EAR MR. EDITOR: February is a. wonderful 
D month being as it was during which Messrs 

Washington and Lincoln was born which leads 
me to say without in any way crabing George’s act that 
going through life in his day without telling a lie was 
a pipe compared with today when we got income tax 
blanks, and prohibishun and a whole mess other things 
to tempt you and all George had was a cherry tree. And 
as for Honest Abe he was the last of the rail splitters—— 
now we got hair splitters and congressmen which split 
enything. 

* * * 

Well I’m getting away from the thing which made 
me write to you so here goes before I get started talking 
politicks. 

A coupla three days ago I was setting in the shack 
reading the morning blade when Jim Shannon the irish 
salesman blew in. Well he shakes my hand and deposits 
bis liberary on the counter and says Hows things Pliers 
and I says Rotten thank you, how is it with you. 

Wonderful, he says. 

Well, I says, you aint related to Washington. 

No, he says, I aint the father of as big a family as 
he was, he says. 

No, I says, you missed the point, I says George Wash- 
ington, I says, never told a lie. 

Well he laughed that off. 

What’s the matter Pliers, he says, things going wrong 
with you? 

Not exactly, I says, but a guy can’t read the paper 
these days, I says, and bust out laughing, I says. What 
with the Turks fighting the Greeks, I says, and the 
Armenians fighting the Pollocks, I says, and the French 
pulling the German poodles tail, I says, and the English 
sending commissions to pay debts with promises, I says, 
and the French suggesting we throw the chips back and 
start over, I says, and the navies being scrapped on one 
page and getting ready to scrap on the next, I says, and 
—well here’s the paper read it for yourself, I says. 

Well, laughs Jim, don’t take things to seriously, just 
think about pleasant things, he says, and things will be 
pleasant, he says. 

Did you ever try that, I says, with a toothake? 

Sure, he says, it works. 

In your mouth maybe, I says, but not in mine, I says 
very emfatic. 

Did you ever here of Kooay, he says. 

No, did you, I says. 

Sure, he says, I study Kooays teachings and follow 
‘em, he says. 

That makes me an undertaker, I says. 

No, he says, that makes you a healthy optimist. 
Did you ever hear, I says, of a sick optimist? 


and Cancels the Order 
By HERBERT METZ 


Well he don’t answer that but starts telling me about 
this frog Kooay which is a bird that has a wild idear 
that if you say every day in every way things is getting 
better and better every four hours and before retiring 
things is. 

Well this Irish rose is sure sold clear up on the idear 
and before long he has me sold and finely left with 
order for some schedule material and some misselaneus 
things I needs and me saying over and over every day 
in every way things is getting better and better. Well | 
keeps this up and even Eddie noticed how much chipper 
1 was by supper and I drove the old bus home feeling 
tip top. Well I no moren got in the door when the wife 
meets me with her best sour face and tells me that I got 
to sleep in the garage because junior has the measles 
and the house is garantined. Well I says, thats all right 
and every day in everyway things is getting better and 
better. Well the wife gave me a mean look and | saw 
where Id have to do some mishionary work on her. That 
night I gathered a coupla blankets and fixed a bunk in 
the garage and after saying my formula went to my 
humble bed. 

Well a storm broke and as luck would have it I was 
sleeping under the hole in the roof which I forgot to 
fix and sweet patootie I woke up in a flood. Well | 
went down stairs and lay down in the back of the car 
with my legs draped over the front seat and fell asleep 
saying Things is getting better and better, and letting 
the imaginashun have full sway. 

Well next morning when I was backing the bus out 
of the garage I ran into the gate and smashed h—ell 
out of the rear fender but laughed that off saying my 
formula and things went swell for to blocks till there 
was a explosion some place in the rear and my new shoe 
blew out where I went over a broken milk bottle but 
that didn’t fase me and I drove to the shop on the rim 
and I went in singing every day in everyway things is 
getting better and better and Eddie met me with a sour 
face, Boss, he says, we lost the court house job; he says, 
and the elks club job and Mrs. Jones is sending back thie 
washer, he says, and we forgot to figure the bx on tlie 
Smith job which puts us in a doos of a hole, he says, 
and— 

Stop, I says, and I turned to the beekeeper and says 
Miss Johnson take a wire to Jim Shannon, care of thie 
Easy Come-Easy Go Electric Supply Co., I says, Every 
day in every way things is getting better and better— 
Cancel order—Osgar Pliers. - 

* * * 


If you know any more jokes, Mister Editor, send em 


along. Hoping you are the same, 
Respectively, 


OSGAR PLIERS. 
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Holder-Socket- 
Reflector 
Standard Angle 


Type 


Holder-Socket- 
Reflector 
RLM Standard 

Dome Type 





Holder-Socket- 
Reflector 
Standard Bowl 
Type 


Three Minutes 


is all the time necessary to wire a Westing- 
house-Cutter Holder-Socket Reflector. 


One of the first questions asked by a prospec- 
tive buyer of new lighting equipment is, “How 
much will the wiring cost ?”’ 


The “easy to wire” feature of Westinghouse- 
Cutter Holder-Socket Reflectors used with 
Westinghouse Mazda Lamps makes for a con- 
siderable reduction in installation costs. 


In addition to this big talking point, these re- 
flectors are weather proof, rigid, and their 
parts are interchangeable. This latter charac- 
teristic allows changes in light distribution 
without the usual attendant expense of buying 
new equipment. 


Westinghouse Electric and Manufacturing Co. 
George Cutter Works, South Bend, Indiana 


Westinghouse 
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Selling An Idea That Produced 
the Order 


OLD as blazes, Northern Michi- 
gan in February and everybody, 
including my dealer, assuming life as 
a dormant existence, as far as business 
was concerned. 

I found Mr. Dealer with two wash- 
ing machines in stock; and, to quote 
his own words, “no chance of selling 
appliances for three months.” Nor 
would he buy even a single machine; 
no, not unless spring opened up with a 
hot day tomorrow. 

My friend dealer was in a fine 
frame of mind to lock his front door 
and take a two-months’ vacation if his 
conscience would have permitted it. 
So I gave him a subtle jolt by remind- 
ing him that he was evidently recon- 
ciled to operating a twelve-months’ 
overhead on a nine-months’ business, 
and that I would recommend an im- 
mediate plan of featuring his wash- 
ing machines for the next two months 
on a special campaign period with 
convenient terms, and a premium offer 
that would bring the customers into 
his store. 

I went into details with him, ex- 
plaining the proper assortment of pre- 








miums to be offered from his stock, 
style of newspaper copy and window- 
display arrangement. Finally I con- 
vinced him of the effectiveness of the 
plan not only in producing immediate 
washer sales, but in accomplishing a 
general turnover in his other merchan- 
dise. 

The result was an order for imme- 
diate shipment of three machines and 
a stimulated interest in our line for a 


Little stories of 
unusual sales ~as 
told by salesmen. 


greater volume in 1928 than ever be- 
fore. J. F. Hatt. 


* & 


Hen’s Eggs As Bait 
HILE awaiting my turn to sell 
a bill, I overheard two em- 


> 
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ployes conversing about the fresh eggs 
the buyer sold at his home. For a 
number of months I had been trying 
to get under his skin, and now I saw 
an opportunity. 

Before train time I went to his 
house, bought two dozen eggs, leaving 
my card with Mrs. Buyer, stating 
that I would gladly call on my next 
visit for more. 

Four times this was repeated and 
the fifth trip he said: “Young man? 
How do those fresh eggs taste down 
in the city?” 

“Fine! I always TRY what a man 
has to sell.” 

This caused a laugh closely fol- 
lowed by an order. 

Now that I am miles away, should 
this article appear in the JoBBer’s 
SaLEsMAN am going to mail him a 
copy just to rejuvenate old memories. 

D. Post WiviiaMs. 
* * * 


Got His Line Into a Prize 
Contest 


LIVE, energetic salesman keeps 

his ear to the ground all the time, 
and uses his head for leads that will 
bring in business for his firm. Mr. 
A. E. Heroux of the Commercial Elec- 
tric Supply Co., of Detroit, Mich., is 
such a salesman, and a successful idea 
he recently evolved is worth passing 
on. 

















One of his customers is the well- 


known Federal Motor Truck Company 
of Detroit, on which he calls regularly. 
On a recent visit to this customer, in 
the course of conversation, they proud- 
ly displayed before him the proposed 
layout of a broadside describing the 
prizes they were offering in a nation- 
wide sales contest being conducted on 
Federal trucks. 

Heroux, being on the job, imme- 
diately suggested: “Why not offer 
electrical appliances as prizes? They 
make the most acceptable gifts possi 
ble.” 

His suggestion was gladly accepted, 
and the broadside as finally printed 
contains illustrations of 14 different 
electrical devices handled by the Com- 
mercial Electric Supply Co. 11. of 
which are Westinghouse. 

Mr. G. W. Smiley, sales manager of 
the Commercial company, says thiat 
the order from the Federal Truck 
company for these appliances whic! 
were selected by the successful con 
testants, is one that any salesman 
would be proud to bring in to his firm. 

* + 


Lucky It Wasn’t Mt. Everest 
I WAS lounging in the hotel lobby 


on a Sunday morning, when in 





—not a syllable was uttered—" 


strolled a buyer whom my people had 
long endeavored to sell. 

Without discovering my presence, lic 
addressed the clerk saying that he in- 
tended to visit the Town’s Mountain 
Peak and solicited a volunteer com- 
panion. 

Climbing was my shortest suit, but 
he being my senior by 15 years, I de- 
cided to take a chance. 






















ch 
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Some 
Profit! 


About one-third 
actual size. 
All metal parts 
green to match 
X-Ray Reflector. 





For Color Lighting 


Furnished complete as 
shown with color frame 
and four pteces of col- 
ored gelatine—red, blue, 
green and amber. 


Price, each . . $20.50 


For White Lighting 


Only, color frame and 
gelatine color screens can 
be omitted, making the 


Price, each . . $16.00 , 


The unique lighting with the X-Ray Window FLOOD Light 
attracts crowds each day and sells more goods. 


A Brand New Idea in Display Lighting, 


No. 33 «a Ray Window F LOOD Light with Center Spot Beam 


Using Standard 200-Watt Lamp 


One dealer sold thirty-seven in one day at a 


profit of $200. Are you getting your share? 
The 33 No. Window FLOOD Light is the only unit of ifs kind 
on the market—inexpensive, simple, effective. It floods a large area 


with direct white or colored light, having a powerful concentrated 
beam in the center to “‘high-light’’ the leading article in the display. 


A Demonstration means a Sale— Demonstrate it. 


NATIONAL X-RAY REFLECTOR COMPANY 


CHICAGO 


NEW YORK 231 West Jackson Boulevard LOS ANGELES 


31 West Forty-Sixth Street Pacific Finance Building 
ENGINEERS IN ALL PRINCIPAL CITIES 
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He remembered my previous visits 
at his plant (as I discoyered next 
day), but during the six hours of foot- 
sore hil] sealing not a syllable was 
uttered regarding business. 

After dinner at his home I bade 
him farewell, but Monday a. m. at 
9:30 sent in my card at his office. 

It was the shortest, most satisfac- 
tory sale I ever put over, and he 
laughingly admitted that all day Sun- 
day he was thinking to himself: “If 
he is tactful enough to sidestep busi- 
ness today I’ll give him an order to- 
morrow.” 

I don’t know which was the harder? 
To keep my mouth shut or do the 
climbing, 

WivuiaM Post. 
* * 


Wasn’t Timid 


WAS required to call on a certain 

customer the other day to collect 
a smal] bill which was long past due. 
It happened to be the third call, and 
I was not in as good humor as I was 
on the first call; as a matter of fact, 
perhaps I was a little “grouchy.” I 
went around to the back door and was 
met by the man of the house, who did 
not have a very pleasant expression, 
and who knew at first sight what my 
mission was. He went into his 
pocket and pulled out a $5 bill and 
poked it under my nose saying: 
“Here is your blamed money; give 
me a receipt.” I said a few words 
in response and ended with the re- 
mark that if he was more of a man 
he would not have his wife standing 
over the washboard when it was so 
easy to have an electric washing 
machine. 

By the time that he cooled down I 
was able to show him that an electric 
machine would be very desirable, and 
before I was ready to leave I had his 


The above shows the parting gift to 
“Jeff”? Davis, former supply sales manager 
of the Boston house of the Western Elec- 
tric, who recently was appointed sup- 
ply sales manager of the New York house 
at 401 Hudson street. The gift was a 
framed piece of parchment bearing the fol- 
lowing: “We the undersigned employees 
of the Western Electric Co., Boston, hav- 
ing learned with regret and sorrow that 
Jeff is going to leave us do hereby testify 
to the good esteem and affection in which 
he is held by all of us.” This was signed 
by all of his associates. 





name signed on the dotted line for a 
$185 electric washing machine, on 
time payments, with delivery the fol- 
lowing week. 

This sale would not have been 
made if I had been too timid to make 
the remark about his wife and the 
washboard, but it was a half hour 
well spent to sell him the washing 
machine in spite of the fact that I 
was in bad humor and had a disagree- 
able job of collecting to do. 


E. B. Barr. 


A Life Saver 


HAD been selling the new 

“Franco” “3 in 1” flashlight. This 
light contained three individual bulbs 
which could be burned together or in. 
dividually, as desired. The beauty 
of this feature was that in event a 
bulb was broken or burned out there 
were two others in reserve, thereby 
assuring the user of light at the cru- 
cial moment. 

Prior to entering the establishment 
of a certain concern my sample case 
was accidentally dropped, but owing 
to the fact that the flashlight bulbs 
were equipped with shock absorbers | 
did not appreciate that a bulb might 
have sustained a broken. filament. 

I was ushered into the buyer’s of- 
fice and promptly proceeded to re- 
move the light from my case. [| 
placed it before the P. A. and at the 
same time directed his attention to the 
fact that one, two or three bulbs could 
burn together or individually. 

The buyer manifested evident in- 
terest in the flashlight and proceeded 
to slide the contact switch so as to 
light all three bulbs. He succeeded 
in lighting two, but the third failed to 
function. The buyer’s interest imme- 
diately vanished as he perceived this 
state of affairs. He was about to 
utter some unpleasant remarks when 
I hastily interrupted his train of 
thought with the following statement: 
“T always carry a dead bulb in the 
light to prove that, despite its exist- 
ence therein, light can still be had.” 

Upon hearing this elucidation, the 
P. A.’s countenance broke into a grin 
and all difficulty was smoothed over 
by a substantial order. 

Sam H. Srrevzin. 





ver platter. 





Tell How You Landed a Tough One 


Surely, if you are a salesman, every order you’ve got wasn’t handed to you on a sil- 


It isn’t in the book; they don’t come that way, 
some hard ones that took a good deal of maneuvering before you could swing ’em into 
line and get the John Henry down. 


Might make pretty interesting reading to some fellow out in the “sticks” who is up 
against the same proposition, if you’d get out the old pen and write a letter about it for 
this department. An incident that may seem rather simple to you now may be just the 
thing to help some other fellow land a hard one. We pay $5.00 for every letter published. 


Probably you’ve had 


4 
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This Test Is Convincing! 








List 60c 





List 50c 


Anylite Twin Plug 


This plug is very sturdy and 
will not break, come apart, soften 
from heat or moisture or deterio- 
rate in any way. The enclosed 
metal parts are rugged and take 
all mechanical strain, and provide 
ample current carrying capacity. 
Spring contacts insure perfect 
connection. There is no danger 
of shock. 


Anylite Portable Switch 


The Anylite Portable Switch is a 
household convenience for which 
there is a real demand. It is used in 
any keyless or twin socket to control 
washing machines, irons, toasters, 
percolators—any appliance or lamp 
without the annoyance of unscrewing 
or pulling out the attachment plugs. 
They are small, lightweight and easy 
to use, and are priced to sell. 


Every Jobbers Salesman Should Read 
This Ad Carefully And Make Use 
Of The Selling Points Given 


100 Years Service in Two Weeks! 


The Anylite Regulator shown in the cabinet was taken from 
stock and operated 115,200 times (light was brightened and 
dimmed 57,600 times each) by the mechanism shown. This 
device operated sixteen hours a day for twelve days. At the 


end of the test the regulator was still in good condition. 


This test, made in one of the store windows of the Toronto 
Hydro-Electric System at Toronto, proves conclusively the 
reliability of Anylite Regulators. It is equivalent to 100 years 
service in a home and shows why we guarantee them to give 


a lifetime of satisfactory service. 


Anylite TP-2 Plug 


This plug is designed for permanent 
installation. The lamp is held ver- 
tically, in correct position with respect 
to the shade. This is held by a Uno 
shade holder for which the lower leg 
is threaded, or by a standard shade 
holder which may be clamped on the 
leg. Like the Anylite Twin Plug the 
TP-2 will not break or deteriorate in 
any way. The same sturdy features 
of construction are used in both 


plugs. List 65c 





Anylite Extension 
Sockets 


These extension sockets are made in 
two sizes, four inches and two inches, to 
suit individual need. They are for use 
when it is mecessary to connect appli- 
ances to fixtures having narrow shades. 
They eliminate the necessity of removing 
the shade and prevent shocks. They 
cost little. but are worth a lot. 





List 40c 


Ask Our Representatives or Us for More Information 


REPRESENTATIVES : 


Chicago Office—Wm. F. Miller, 2014 Wabansia Avenue. 
A. Hall Berry, 71-73 Murray St., New York City. 

U. S. Electric Co., 710 Polk St., San Francisco. 
Robertson Sales Co., Birmingham, Ala. 


ANYLITE ELECTRIC CO. 


S. E. Wiedemer, 5822 Central St., Kansas City, Mo. 

F. E. Chambers, 920 Airdrie Place, Chicago. _ 
F. R. McIntosh, 102 Augusta Ave., Pontiac, Mich. 

Canadian Representative—Dominion Carbon Brush Co., Toronto. 


- FT. WAYNE, IND. 
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Outstanding Features of Light- 
ing Progress in 1922 

Estimated sales of tungsten fila- 
ment lamps (excluding the minature 
type), in the United States during 
1922 totalled 205,000,000, 3,000,000 
more than in 1920, the record year, 
and 45,000,000 more than in 1921. 
Sales of carbon filament lamps are 
estimated to have been 4,000,000, as 
compared with 63,000,000 in 1907, 
the year in which they reached their 
maximum sales and in which the tung- 
sten type first began to be marketed. 

The most spectacular feature of in- 
candescent lamp manufacture was the 
production of a 30,000-watt unit, hav- 
ing a capacity of about 100,000 mean 
spherical candlepower and being the 
largest lamp of its kind ever made. 
Its use up to the present has been 
confined to experimental motion pic- 
ture work, and it has not yet been 
developed on a commercial basis. 

Another development of the year 
was the standardization of a 75-watt 
white Mazda lamp. 

There is every indication that ap- 
proximately 83,000,000°. miniature 
lamps were used during 1922. Of 
these, 58,000,000 were of distinctly 
automobile types, while the consump- 
tion of flashlight lamps was. approxi- 
mately 16,000,000. Eight million 
were used for Christmas tree light- 
ing outfits, the other million repre- 
senting those used for miscellaneous 
purposes. 

Incandescent lamps were also more 
utilized for highway crossing beacons. 

Keeping step with the great ad- 
vance of recent years in school room 
lighting, one illuminating engineering 
organization reported having handled 
more school lighting installations 
during the year than of any other 
corresponding application. Further- 
more, while three foot-candles was 
apparently regarded as sufficient in 
installations made as recently as even 
two or three years ago, much of the 
practice in the past year provided 
for eight foot-candles or more. 

In 1921, street lighting was the 
only phase of electrical activity in 
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Facts and 


Figures 
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which progression was unimpeded. In 
1922, further advances were made 
and more street lighting material was 
purchased and installed than in any 
previous year. 

* * * 


Electrical Appliances Bring De- 
crease in Servants 

The decrease in the number of 
domestic servants, as shown by the 
last census is not due to the shortage 
of persons willing to accept this sort 
of employment, according to Edward 
N. Hurley, Jr., Vice-President of the 
Hurley Machine Company of Chicago. 

“While the census shows that there 
has been a decrease in the number of 
persons listing themselves in the do- 
mestic service classification,” said Mr. 
Hurley, ‘‘a recent survey by the field 
force of our company shows that more 
women than ever before are doing 
their own household work by pref- 
erence. This is largely due to the in- 
creased use of electrical conveniences. 

“There are now approximately 
2,500,000 washing machines of all 
makes and types in use in the United 
states. While the washing machine 
has been on the market for many 
years, the full appreciation of this 
labor-saving device did not reach its 
climax until the period of the war 
when thousands of women left do- 
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mestic employment to go into muni- 
tion factories. 

“Back in 1909, there were only 
about 3,000 electrical washing ma- 
chines in the United States. Today, 
our company alone is manufacturing 
12,000 a month. The future pos- 
sibilities of the industry are shown 
by the fact that there will be at the 
end of this year 9,500,000 wired 
homes in the United States. 

ae 


Do You Know— 


That if we went back to tallow 
candle lighting and demanded as 
much light as we get now the cost of 
such illumination would be between 
75 and 100 times as much as we pay 
for electricity? 

That a recent survey of the On- 
tario hydroelectric power system 
showed that 490 employes had 1,771 
electrical labor-savers in their homes. 
This represents an average of 3.6 per 
home. All but three had electric 
irons; more than 600 electrical table 
appliances; over 80 per cent electric 
ranges; over 20 per cent electric 
washers, and 41 per cent electric 
cleaners. This is a wonderful exam- 
ple of “Sell Others by Selling Your- 
self.” 

That the electric homes exhibited 
in Cleveland have been instrumental 
in an increase of over. 200 per cent 
in the number of “convenience out- 
lets” installed, as shown by an in- 
vestigation of a large number of 
homes representing a fair cross-sec- 
tion of the city’s dwellings. 

That the average daily production 
of electricity in the United States is 
estimated to be 131,100,000 kw-hrs? 

That only 20 per cent of the fac- 
tories in the United States are ade- 
quately lighted; in other words, 80 
per cent are illuminated below nor- 
mal? 

That the appliance field has 
scarcely been scratched, considering 
that after making full allowance for 
obsolescence there are only about 
20,000,000 electrical appliances in 
use in this country? 
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Big Profits in a Big Field 

American homes are being wired at the rate of more than 
amillion a year. This rapidly growing field of development 
presents tremendous profit possibilities to electrical jobbers 
who are prepared to sell lighting fixtures. 

The Frankelite Plan enables jobbers to sell lighting fix- 
tures with profit to themselves and their dealers, and with 
satisfaction to house owners. 

Jobbers Salesmen like to sell Frankelite Quality Lighting 
Fixtures because they can offer their trade an easily handled 
and a big profit making proposition. 


Write for full details. 


Get your copy of -THE FRANKELITE COMPANY 
the Frankelite 5016 Woodland Ave. Cleveland, O. 
Catalog. 72 BRANCH OFFICES 

pages of light- ee te ‘Minneapolis, Mian. 






ing fixture in- 
formation. 


rankelite 


Quality -Lighting Fixtures 
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PERTINENT SALES FACTS AND FIGURES 








The information given on this 
age relates to no single manu- 
turer’s products, and no pref- 
erence is intended, the purpose 
being to furnish general sales 
data of use to jobbers’ salesmen. 





How may lamp sockets be de- 
fined ? 

Lamp sockets are devices designed 
primarily for holding and connecting 
incandescent lamps to the circuit in 
lighting fixtures, lighting units and 
portable lamps of various types, or 
for connecting such lamps directly to 
the cord in case of pendent or exten- 
sion lamps. In many foreign coun- 
tries they are called lamp holders. 


Are they the same as lamp re- 
ceptacles? 

No. They are similar and in many 
types both lamp sockets and lamp re- 
ceptacles have two of their three es- 
sential elements in common. For 
sockets, these elements are the body, 
shell and cap; for many receptacles 
they are the body, shell and base. 
By replacing the cap of certain types 
of sockets by a base, the socket is 
changed into a receptacle. Lamp re- 
ceptacles are intended for mounting 
rigidly on flat surfaces or in an out- 
let box, whereas sockets are generally 
mounted on fixture arms, stems or 
connected directly to the lamp cord. 


How were sockets developed ? 

Originally each lamp manufacturer 
had his own ideas as to the form and 
size of lamp base and consequently 
of the sockets to be used with his 
lamps. 
of designs and sizes which greatly re- 
tarded the development of electric 
lighting. Finally it was recognized 
that standardization of lamp bases 
and of sockets was necessary. ‘The 
result was the development of four 
standard types and sizes of lamp 
bases and sockets to be used for gen- 
eral lighting purposes, and a fifth for 
automobile lighting. 


What are the principal classes of 
sockets? 

Lamp sockets may be classified in 
several different ways. As to the 
general type and size, they may first 
be grouped into two main divisions, 
the Edison screw shell and the bayo- 
net or Ediswan; the former are used 
for general lighting purposes and the 
latter chiefly for automobile lighting. 


The result was a multiplicity” 


Data Sheet on 
Lamp Sockets 


The Edison types are subdivided into 
four groups. ‘The mogul base has a 
nominal thread diameter of 1% in. 
and is used for multiple lamps rated 
from 300 to 1000 watts; it is also 
used for practically all series street 
lighting sockets.. The medium base 
has a nominal shell diameter of one 
inch and is the size used more than 
any other. The candelabra base has 
nominal diameter of one-half in. and 
is used for candle fixtures and candel- 
abra lamps. ‘The miniature base has 
a nominal diameter of % in. and is 
used for flashlights, Christmas tree 
and other small decorative purposes. 
The bayonet type, instead of having 
a screw thread on the shell, has a 
notch in the side of the shell to re- 
ceive a small prong on the lamp base 
when the latter is inserted and giv- 
en a small turn. The bayonet type 
is further subdivided into double or 
single contact, depending on wheth- 
er the lighting circuits employ two 
independent wires or use the metal 
frame of the automobile 4s a ground 
return. 


Another classification of sockets is 
according to type of mechanism. The 
earliest sockets almost invariably had 
a key switching mechanism because 
wall switches had not yet been de- 
veloped. When it became necessary 
to mount sockets in _ inaccessible 
places it was obviously unnecessary 
to provide the key switching mech- 
anism, consequently the so-called 
keyless type was developed, which 
had no switching mechanism. Later 
the pull type of mechanism was de- 
veloped, whereby the switch was 
operated by means of a short cord or 
chain usually called a pull chain. 
Later, a modification of the pull type 
known as the turn socket was brought 
out, which dispensed with the ex- 
ternal chain and made it possible to 
operate the switch by turning the 
outer shell of the socket; this was 
applied chiefly in certain types of 
candle or candelabra sockets. A 
still later type was the push or push- 
button socket, in which the mechan- 
ism is operated by a bar passing 
through the socket body. 

As to construction, sockets are fre- 
quently classified into brass, porce- 


In this department an effort 
is made to give to jobbers’ sales- 
men a summary of in- 
formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 





lain and composition types, these de- 
noting the material used for the outer 
shell and cap of the socket. The 
porcelain and composition types are 
frequently referred to as weather- 
proof sockets. 


How is interchangeability of de- 
signs effected ? 


As already stated, the same outer 
shell can be used with different types 
of socket body to secure either a key 
or pull socket socket. Any of the 
standard types can be altered in its 
method of fastening to the fixture or 
cord by using a different design of 
cap. The joint between the caps and 
the outer shell in each manufactur- 
er’s line is standardized so that he 
can use any one of several caps to 
change the size of the threaded open- 
ing in the socket cap, or to use a 
cap designed for mounting directly 
on the cord, as in pendent or exten- 
sion lamps. Another type of cap is 
the angle cap which permits the 
socket to be fastened at right angles 
to the stem for other support. 


What other types of sockets are 
frequently made? 


Among special types is the lock- 
ing socket which has a means of 
locking the lamp in place to prevent 
theft or other unauthorized removal. 
The street series socket is one which 
usually includes a film cutout to 
maintain the circuit in case a lamp 
should burn out; another type of 
series socket is the reactance socket 
wherein a reactance coil replaces the 
lamp in case of burnout of the lat- 
ter. Another special type is the twin 
socket which has two sockets placed 
end to end with a common cap for 
use in wiring reflectors for picture 
or cove lighting or sometimes for 
footlights. Dimming sockets include 
a series resistance to cut down the 
brightness of the lamp by changing 
a contact that can be moved along 
the resistance. ‘Transformer sockets 
are those that include a small auto- 
transformer for cutting down (the 
voltage applied to the lamp, so that 
a small night light can be used. 




















“LIVE” AIR 
For Hot Days—For Every Day 


A campaign to keep Fans moving all the time 


The 1923 advertising campaign places a real issue behind 


G-E Fans—new; basic; 
backed up with facts! 


clearly stated; 


and forcibly 


The issue is — LIVE AIR, or AIR IN MOTION— 
“KEEP THE AIR AROUND YOU FRESH! KEEP IT ALIVE!” 


The electric fan is no longer a 
luxury —it is a necessity for 
health and comfort. When the 
public is awakened to the value 
of “LIVE AIR” the fan: uni- 
versally will be recognized as an 
all-year round necessity. 


Scientific writers are emphasiz- 
ing the hygienic value of live 
air —the necessity for the pores 
of the skin to breathe. Air in 
motion, they say, will remedy 
many of mankind’s ills due to 
modern hot-house living meth- 
ods. Air in motion means elec- 
tric fans! 


The electric fan — keeping air 
in motion — will cure smothered 
pores. It will cure stuffy rooms. 
It will cure spring fever and 
summer lassitude. It will even 
cure unevenly heated homes in 
the winter time. There is a 
good practical reason for each 


of these cures and the man who 
sells G-E Fans should know 
them. 


What fan could better fit this 
scientific issue than the G-E Fan 
— scientifically designed and 
constructed to keep air in motion 
at a negligible cost for operation 
—and so substantially built 
that it will last a lifetime with 
the least possible attention? 


What group of men are better 
fitted to bring this issue to the 
public than the dealers in G-E 
Fans—men who choose the 
G-E Fan because they wish to 
be identified with worth in 
merchandise and because their 
standing in their respective com- 
munities demands the best they 
can bring to the trade they serve? 


It is a good issue— and a good 
fan to back it! 























the air round the Shop and 
A \ Sresh- 





































c"GE Fans 


_and get in 





HE battle for business is half won 

when you have plenty of powder— 
Look at this complete exhibit of 1923 
advertising material for the benefit of 
the G-E dealer in fans. 


An intensive newspaper advertising 
campaign. 


Effective window displays. 
Dealer catalogues. 
Miniature catalogues. 


General folder emphasizing best application 
of G-E Fans and carrying the story of 


LIVE AIR. 
Delivery truck signs. 
Lantern slides. 
Posterettes. 

G-E Electrical Advertiser. 
Trade Paper Advertising. 
Editorials. 

Salesman’s portfolio. 
Salesman’sadvancecard. 




















A Quality Product 
for Radio Wiring 


Wiring in radio receiving sets should be covered with a good, 
flexible insulation. Professionally made sets of the highest 
class are being insulated with G-E Flexible Varnished Tubing. 


This G-E tubing (or ‘‘spaghetti’’) is of high quality, very 
durable, moisture repellant and so flexible that it can be tied in 
a tight knot without cracking. 


Dealers in radio material who sell “‘spaghetti’’ for home-made 
sets, or manufacturers who buy for their own product, should 
demand G-E tubing, because of its high mechanical and 
dielectric strength and uniform quality. 


A standard product (used in larger sizes for telegraph and 
telephone work, motor insulation and similar purposes) G-E 
Flexible Varnished Tubing, through standardized, quantity 
manufacture, can be sold at an extremely reasonable figure. 


Ask your G-E distributor 
for prices, discounts and literature 
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Specifications of G-E 
Flexible Varnished 
Tubing 

Covers 

Inside B & S Gauge 

Diameter (Bare) Wire 
1/32” #40 to 21 incl. 
1/16” 20 to 15 incl. 
3 /32” 14 to 11 incl. 
1/8” 10 and 9 
5 /32” 8 and 7 
3/16” 6 and 5 
cae 4 
1/4” 3 
Furnished in 2-ft.lengths 
4 Colors: Red, Green, 
Black, Yellow. Remains 
soft and flexible indefi- 
nitely. 











The General Electric Company 
also makes a full line of insulat- 
ing materials for every kind of 
electrical apparatus. 


General Electric Company 
Merchandise Dept., Bridgeport, Conn. 


Use them when you build- demand them for repairs 
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“HESARBS” GET TOGETHER 


E. S. & E. Co. Sales Conference 
in Buffalo 

The annual sales conference of the 
E. S. & E. Co. was held in Buffalo 
this year, headquarters of the newly 
acquired branch. The principle part 
of the program was carried out in the 
La Fayette Hotel on January 29, 
although there were some meetings of 
officials of the various branches held 
on the preceeding day. 

This was more than an average 
sales conference. It was a conven- 
tion. The scale on which things were 
planned and run would have done 
credit to almost any national associa- 
tion. 

“Hesarbs” these men of the E. S. 
& E. call themselves. The word 
“Hesarb” is made up of the first let- 
ters in the names of the six principle 
houses—Hartford, Elmira, Scranton, 
Albany, Reading and Buffalo—the 
Wilkes-Barre house being more or less 
of a branch of the Scranton house, and 
with an awkward initial letter that 
would gum up the word anyhow. 

These are all young fellows. They 
will scarcely average 30 years in age. 
H. E. Page, the president and J. O. 


Morris, vice-president and general 


manager are both of the conviction 
that a jobber’s salesman should be 
caught young, before he has any bad 
habits. 


Even the hailing sign, grip 














The chap who seems to be enjoying the 
fag so well is Charles D. Story, and that’s 
no “story,” either. On his left is A. Fried- 
man, the globe trotting salesman. Both 
are with J. H. Bunnell & Co., New York. 





and password of the Hesarbs are con- 
stant reminders of the importance of 
youthful enthusiasm in salesmanship. 
This meeting was not one of long 
winded speeches and discussions. Its 
object was to give all the men an op- 
portunity to have a good time together. 
Contractors, dealers and electragists 
were invited in to enjoy themselves 
likewise. And it is worthy of men- 
tion that the dealers present were not 
told how to run their business, were 
not told what poor merchandisers they 
are and in no shape or manner were 
they “uplifted,” except in spirits. 
On the afternoon of the 29th one 
manufacturer, the P. A. Geier Co. 
furnished the entertainment. The 








Royal Flying Circus, under the lead- 
ership of “Ace” W. E. Kinderman held 
the stage—subject vacuum cleaners. 
It was all interesting, live stuff. James 
L. Mahon explained the possibilities 
for merchandising electrical appli- 
ances. Carl M. Randel furnished an 
outline of a plan to increase this busi- 
ness. And finally N. A. Barnell came 
on with the inspirational message to 
the salesmen. 

In the evening there was a banquet, 
followed by five big time vaudeville 
acts. That word “banquet,” which in 
recent years has come to stand for 
much that is not, really stood for good 
time in this case. If you have ever 
seen a bunch of sailors just back from 
a six-months’ cruise “swarm” on their 
first shore leave you can have some 
idea how the Hesarbs got down to 
real enjoyment. 

President Page and Mr. Morris 
made short addresses outlining the 
policies of the company. Announce- 
ment was made of the disposal of the 
retail store, which was a legacy left 
them in taking over the Smith-Le Vee 
company to form the Buffalo branch. 
Henceforth the company will sell 
wholesale, only, in every branch. Mr. 
Page also officially announced the sale 
of the Hartford branch, noted else- 
where in this issue, and told of the 
new building in Albany which will be 
general headquarters of the company 
after May 1. 
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E. S. & E. Co. Sales Organization. In the Front Row, Under the Little Tree Is President H. E. Page. At His Left, in the 





Gray Hat Is J. O. Morris. 
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This picture is of special interest because of the fact that it was taken the day 


J. F. (“Jeff”) Davis, former supply sales manager of the Boston branch of the 
Western Electric Co., left to take over his new job as supply sales manager of the 


New York house at 401 Hudson St. 


“Jeff” is standing at the right in the light suit 
and derby. Standing to his right is F. X. Fitzpatrick. 


Next to Fitz is Theo. H. 


Burger, who has been appointed supply sales manager in Jeff’s place at Boston. 
Next to T. H. is H. B. Gilmore, manager of the Boston branch. 





Following is a list of the E. S. & E. 


men in attendance: 


Buffalo—L. E. Le Vee, manager, H. 
J. Harvey, George Benson, Joseph D. 
Davies, Alfred Clark, Harry Mac Rae. 

Elmira—D., B. White, manager, W. 
A. Griswold, J. A. Cafferty, J. F. 
Francis. 

Albany—G. H. Kreoll, manager, L. 
T. Stanley, W. G. Church, F. A. 
Ablett, F. R. Henzel, K. F. Brush, A. 
P. Unright, appliance sales manager. 


Hartford—H. E. Page, president 
and treasurer, J. O. Morris, vice 
president and general manager, W. H. 
Kaeser, G. P. Wilcox, general pur- 
chasing agent, Mr. McSweeney, K. 
W. Boynton, C. E. Tuttle. 

Scranton—A. H. Bradley, manager 
Scranton, and Wilkes-Barre, H. V. 
Sweeney, R. R. Hand, H. McDowell, 
P. J. Lavis, H. Schwartz. 

Wilkes-Barre—F. J. Smith, E. A. 
Ferguson. 

Reading—G. W. Henzel, manager, 
J. A. Foster, W. Collinson, D. E. 
Richards. 

* * * 
Four New Men With McKen- 
ney & Waterbury 

J. E. Tomilinson, A. J. Collins, 
E. S. Allen and A. T. Thompson re- 
sently joined the sales force of Mc- 
Kenney & Waterbury, Inc., Boston, 
Mass. and will devote most of their 
time to the sale of fixtures in the ter- 
ritory that the company covers. 


E. S. & E. Co. Sells Hartford 
Branch 

The Hartford, Conn., branch of the 

E. S. & E. Co. has been sold to the 

Southern New England Electric Co. 

of Waterbury, Conn., the transfer 

taking place on March 1. The or- 


' ganization has been taken over intact, 


without change in policy or manage- 


Concentration of properties, geo- 
graphically, was the prime reason for 
the E. S. & E. Co. selling the Hart- 
ford business. This company will 
now make its genera] headquarters in 
Albany, N. Y., where a new building 
has been erected and will be ready for 
occupancy May 1. J. O. Morris, vice 
president and general manager of the 
E. S. & E. Co., formerly located in 
New York, will also move his head- 
quarters to Albany at that time. 

* * # 


Death of John S. Connell 


John S. Connell, sales representa- 
tive of the Frank H. Stewart Electric 
Co., Philadelphia, Pa., died suddenly 
on Jan. 31, while on a trip for the 
company. He had been with the 
Stewart organization since 1907 and 
for several years past had served on 
the board of directors. He was a 
man of high ideals, respected and 


’ honored as a business man by all who 


had dealings with him and by his 


co-workers. 
* a * 


Magee Now Outside Salesman 


A. B. Magee formerly inside sales- 
man for the Pettingell-Andrews Co., 
Boston, Mass., has been placed on the 
travelling sales force and will cover 
territory in Vermont and northern 
New Hampshire. 





At the annual sales meeting of the Carter Electric Co. Atlanta, Ga., Jan. 26 and 
27. Left to right—L. L. Shivers, president. G. A. Blackwell, J. J. Perry, R. A. 
Clark, H. E. Stoy, A. Stanley, W. H. Brimberry, H. W. Clower, B. L. Torrey, 
F. H. Dendy, A. H. Shirley, R. H. Scott, J. R. Thornton, C. A. Cooper and F. J. 
Thagard. The Carter Electric Co. is one of the two oldest radio jobbers in the 
United States and has always led in radio affairs in the South. It also maintains 
and operates an advertising and sales promotion department. This department has 
been running since July Ist and was designed to assist the retailers all over the 
state in better merchandising and advertising. Its effects are being forcibly felt. 
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TRADE MARK 


REG.U.S. PAT. OFF. 





Why is this man happy ? 
BECAUSE 


HE IS USING SPRAGUE MATERIALS 
THEY WORK BETTER 


Everything for the complete re system. 
digs” (SPRAGUE ELECTRIC WORKS) -- 
















Of General Electric Company peggy 
Main Offices Branch Offices LOS ANGELES 
$27 W.34'h St. NewYork PIONEERS OF THE INDUSTRY in Principal Cities OA PaNCieen 





SEATTLE 
SPOKANE 
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Central Division Learns About 


Income Taxes 


Members of the Central Division of 
the Electrical Supply Jobbers’ Asso- 
ciation apparently felt well repaid for 
the time spent at their meeting in 
Chicago, on Feb. 13 and 14, by one 
number, alone, on the program. This 
was the address delivered the first day 
by Mr. Anderson, of the Arthur 
Anderson Co., accountants and tax 
specialists, of Chicago, upon “The 
Federal Income Tax.” So many and 
so valuable were the suggestions made 
to the assembled executives, who are 
now wrestling with this intricate prob- 
lem, that he was several times urged 
to prolong his talk to make clear still 
more of the vexing problems, and 
finally was compelled to hold an extra 
session in the hall for some of the 
members while the balance of the 
morning’s program was completed. 

A moving picture film, prepared by 
the National Lamp Works of the Gen- 
eral Electric Co., was shown, which 
illustrated the production of incan- 
descent lamps from the sand bank to 
the exhausted bulb. 

In the afternoon and on the follow- 
ing morning, executive sessions were 
held at which the subjects discussed, 
as outlined in the program, included 
“Value of the Association” and “Fu- 





Here are two of the bright shining stars 
of the galaxy on the sales force of the 
Parr Electric Co.. New York City. The 
one with the genial smile on the left is 
Carl D’Arcy and next to him is John Good- 
liff. Wonder if Carl is still giving away 
those pencils? 








The short fellow on the left is E. M. 
Harvey, sales manager of Woodhill-Hulse 
Electric Co., of Los Angeles; center is 
Fred Shaw, and quarter back on the right 
is M. Cherman. When it comes to putting 
over the sales here is a trio that is right 
there. 





ture of the Electrical Supply Jobbing 
Business,’ as the most prominent 
features. 

Members leading in the discussion 
of the latter subject were: R. P. 
Oblinger, president of the Indian- 
apolis Electric Supply Co.; C. S. 
Walker, president, Varney Electrical 
Supply Co., Indianapolis; N. G. 
Harvey, vice-president and general 
manager, Illinois Electric Co., Chi- 
cago; H. C. Downing, president, 
Downing Electrical Co., Des Moines; 
W. W. Low, president, Electric Appli- 
ance Co., Chicago; H. F. Thomas, 
president, Northwestern Electric 
Equipment Co., Minneapolis; Paul 
Tafel, president, Tafel Electric Co., 
Louisville, and C. J. Litscher, presi- 
dent, C. J. Litscher Electric Co., 
Grand Rapids. In summing up this 
discussion it is evident that the con- 
sensus of opinion is that the electrical 
supply jobbing business will continue 
to grow into an increasingly important 
position. 

W. R. Herstein, vice-president and 
general manager of the Electric Sup- 
ply Co., Memphis, Tenn., as ex-officio 
chairman of the Central Division, pre- 
sided at all sessions. Franklin Over- 
baugh, general secretary and treas- 
urer, on account of a recent illness, 
could not be there the first day, but 
the members were gratified at his ap- 
pearance on the second morning. 


Fixtures and Radio Hold 
Atlantic Division Jobbers 
Most of the discussion at the quar 

terly meeting of the Atlantic Division 
of the Electrical Supply Jobbers’ 
Association hinged upon two impor- 
tant subjects—residential fixtures 
and radio. The meeting was held 
Feb. 14 in the Pennsylvania Hotel, 
New York. 

Kenneth P. Gregg, manager of the 
National Radio Chamber of Com- 
merce, presented the radio subject in 
the form of an address which was 
alive with pertinent ideas on the mer- 
chandising of this newcomer into the 
electrical family. The substance of his 
address appears in the Radio Section 
of this issue. 


John Price, sales manager of the 
Albert Wahle Company, New York 
city, led the discussion on residential 
fixtures as a profitable and proper 
line of merchandise for the electrical 
supply jobber. Two of the major 
points of discussion brought up by 
jobbers who are already handling the 
“boxed” lines of fixtures were obso- 
lescence of design and the number of 
items necessary to a composite stock. 
Albert Wahle, president of the com- 
pany, answered these questions with 
established facts to prove that close 
to 80 per cent of the residential fix- 





William Day, manager of the inside sales 
force of the Pettingell-Andrews Co., Bos- 
ton. “Bill” bears up under the reputation 
of being the humorist of the company and 
he is here seen immediately after cracking 
a joke. 
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New Series of 
BENJAMIN 

















Two-Way Plugs 


Exclusive Benjamin feat- 
ures permit them to render 
a service in added conven- 
ience never reached before 
by two-way plugs. 








These new two-way plugs 
are geared to the dealer's 
highest interest. 

They fit the demand for a 
two-way plug thatisdifferent. 


You know what that meansin increased interest and quickened turnover. 





Duolet 
Smallest and lightest of Two-Way 
— Ruasedt Sturdy and Good 
Looking. Molded Body, Brass Trim. 


Takes shade holder. 
Localet 


Lamp outlet is straight down, with 
bead for shade holder. Swivel plug 
end permits side outlet to be turned 
in any direction. 


Locatap 
Sideoutlettakesstandardcap. Swivel 
plug permits side outlet to be turned 
in any direction. Brassshell has bead 
andthread forstandard shade holder. 











Maximum Discount on Assortments 


You can make up an assortment of stan- 
dard packages on any of these two-way 
plugs or combine them with standard pack- 
ages of any other Benjamin Schedule IA 
material [see Oct. 2nd Discount Sheets]. 


You know what this means in increased profits. 
Available supplies are being 


taken up quickly. Write 
pains A ws at once 


Benjamin Electric Mfg.Co. 


New York Chicago San Francisco 


ULL HNTNSUMOUNAAAAATAALAA 


BEN/AMI 


Makers Of Things More Useful 
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The photographer Not always 
surprised A. R. Pierce, 
owner and manager of 
the Wholesale Electric 
Co., San Francisco. He 
was formerly located at 
Los Angeles, and has 
been in the business 20 
years. 


Railway and 
Supply Co., 


they look here—M. S. Henoch, 
specialty salesman, heating ap- 
pliances, and Harry Herning, 
city salesman, of the Electric 


San 
Harry, on the right, is grand- 
father of a baby boy. 


Two fellows whose 
progress you want to 
watch—both are of the 
Fobes Supply Co., San 
Francisco. On the left 
Manufacturers’ is L. C. Moore, city 
Francisco. salesman; on the right 
is H. J. Ansel, counter 
salesman. 


as serious as 





tures can be marketed through the 
jobber. 

The point was stressed, however, 
that the jobber can profitably mer- 
chandise fixtures only if he deals with 
a manufacturer whose policy is to sell 
strictly through the jobber. 

During the afterroon session, Dana 
Pierce, vice president of the Under- 
writers’ Laboratories, explained what 
this institution means to the electrical 
supply jobbers. 

* * * 


Dixie Club Meets in New 
Orleans 
Joe Perry of the Carter Electric 
Co., Atlanta, Ga., secretary of the 
Dixie Club, announces that the next 
meeting will be at the St. Charles 
Hotel, New Orleans, March 2 and 38. 
The sessions will include round table 
discussions and talks by members. 
M. L. Mann, of the Mann Electric 
Supply Co., Columbia, S. C., presi- 
dent of the Club will preside. 
* * * 


Sells Retail Business 

The retail business of the E. S. & E. 
Co., which was inherited when the 
company took over the Smith-Le Vee 
Co. of Buffalo was sold to C. R. Smith 
the latter part of January. E. S. & E. 
is now 100 per cent wholesale in all 
branches. 


Joseph E. Greene, Inc., Moves 

Joseph E. Greene, Inc., formerly 
at 115 Federal St., Boston, moved on 
January 26 to 85 Pearl street, where 
15,000 square feet of floor space is 
available. In making this change, the 
automobile supply business formerly 
carried on will be dropped and only 
straight electrical supplies and equip- 
ment will be carried, including radio, 





which is a rapidly growing factor in 


the business. 
* * * 


Wm. Hall Electric Entertains 


Dealers 


Dealers of Dayton, Ohio, and yi 
cinity were invited to a get-together 
meeting of the Wm. Hall Electric Co. 
on Feb. 6. The afternoon session 
was opened by Mr. Maurice D. Lar 
kin, president, with an address of 
welcome to the visitors. N.H. Boyn 
ton, general manager of the Buckeye 
Electric Division, followed with a 
very instructive talk on the results of 
a merchandising survey recently com 
pleted by the National Lamp Works. 
R. W. Shenton of Nela Park then 
discussed illumination from a_ prac 
tical standpoint and brought out his 
points with some very interesting ex 
periments. 


At 6:15 an electrically cooked dinner 
was served by F. A. Maharg, one of 
the pioneers of large scale electrical 
cooking in Ohio, and was pronounced 
a delightful success by all. 

The after-dinner speakers 
Mr. P. B. Zimmerman, manager of 
publicity, National Lamp Works, and 
H. E. Huff, district manager of the 
Buckeye Electric Division, both of 
whom made very stirring talks. The 
visitors enthusiastic in 
their expressions of appreciation to 
the speakers and the Wm. Hall] Elec- 
tric Co., and stated that it had been 
a most pleasant as well as helpful 


were 


were very 


session. 








Eating an electrically cooked dinner at Wm. Hall meeting. 
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Bells, Buzzers, Signal Gongs, Etc. 


PR VIBRATING TRANSFORMER-GIANT- 
GONGS are made with 5” to 12” GONGS, 
for operation on 12-18 Volt AC Bell Ring- 
ing Transformer Circuits, and 100-110 
Volt, and 220-250 Volt AC Light and 
Power Circuits, 50-60 Cycles, in the pat- 
terns shown above, for Conduit Work and 


Non-Conduit Work. 


SMALLER PR VIBRATING ' TRANS- 
FORMER BELLS with 214”, 3” and 4” 
Gongs, and PR TRANSFORMER BUZ.- 
ZERS are made for operation on 6 and 
12 volt AC Bell Ringing Transformer Cir- 
cuits, in regular pattern only. 








Weatherproof-Pattern Half-Grid Guarded Write for Our PR Bulletin No. 31-A Weatherproof-Pattern 





Stanley & Patterson, Inc. 


250 West St. New York 

























DISTRICT SALES OFFICES DISTRICT SALES OFFICES 
BOSTON SAN ANTONIO SEATTLE SAN FRANCISCO 
C. R, Corcoran Kemp Haythorne P. L. Hoadley Clapp & LaMoree 
12 Pearl St. 303 S. Pinto St. Seaboard Bldg. 171 2nd St. 
LOS ANGELES DETROIT BUFFALO PHILADELPHIA 
Clapp & LaMoree DeVeau-Bartling Co. Cc. K. Wyatt J. A. Vaughan 
310 E. 4th St. 81 Peterboro St. 310 Mutual Life Real Estate Trust 
PITTSBURGH LOUISVILLE Bldg. Bldg. 
Parke and Jaques Electrical Sales Co. SALT LAKE CITY HABANA 
305 ith Avenue Kenyon Bldg. Raymond Ackerman A. N. Redriguez 
CHICAGO DENVER 313 Dooly Bldg. Abreu Bldg. 
- 0. Wesco Company 
Pr ioe - 1156 7th - jee: me eer 








W. H. Beaven 
Jefferson Co, Bank Bidg. 
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IGEST OF THE NEW; 


Cleveland “Leaguers” Active 


A carefully considered program of 
1923 activities has been decided upon 
by the Cleveland Electrical League, 
of which A. M. Collins of the West- 
ern Electric Co. is president. The 
work is divided up into four sections. 

The Wiring Section will take upon 
itself distribution of wiring sugges- 
tion booklets to all who take out per- 
mits for dwellings; encourage build- 
ers to bring home plans to the League 
for expert advice; maintain through a 
special representative, the point of 
contact with architects, house building 
contractors and wiring contractors; 
endeavor to influence appliance manu- 
facturers to distribute room plans; to 
continue the work started by the 
Public Information Committee of com- 
piling under one cover, data and draw- 
ings which beyond any question of a 





Whenever you see O. L. Jeffries, presi- 
dent of the Electric Sales Co., Columbus 
and Canton, Ohio, he’s got his coat off 
and his smile on. Couldn’t ask for any 
better business-getters, could you?. Oren, 
for that’s what the “O” stands for, says 
one brings the other, and he’s probably 
about 99.4 per cent right. 





doubt will result to the benefit of the 
entire industry; encourage the in- 
stallation of convenience outlets in old 
homes; co-operate with Lighting Sec- 
tion to improve lighting in all new 
buildings. 

The Lighting Section undertakes: 
Conduct of three store lighting. ex- 
hibits; employ a special lighting rep- 
resentative to conduct store lighting 
exhibits and to endeavor to influence 
architects and wiring contractors; dis- 
tribute lighting suggestion booklets to 
present and prospective home owners 
who take out permits to erect dwelling 
building; conduct a home lighting con- 
test; co-operate with builders of elec- 
trical homes; assist in promoting bet- 
ter lighting in offices, shops and fac- 
tories. 

The Appliance Section is to: Con- 
duct an eight weeks’ campaign on the 
value of the clothes washer in the 
home; conduct an eight weeks’ cam- 
paign on the value of the vacuum 
cleaner in the home; conduct an eight 
weeks’ campaign on the value of the 
ironing machine in the home; continue 
the services of a range representative 
to try to make each range owner a 
satisfied user; co-operate with the wir- 
ing committee in the distribution of 
room of home wiring plans that will 
prompt the installation of additional 
outlets in new buildings for the future 
use of appliances. 

While no definite program has been 
adopted by the Industrial Power and 
Heating Section, suggestions are be- 
ing considered and a line of proceed- 


ure will be adopted soon. 
* * x 


Fixture Men Will Go to Hot 
Springs 

The next big event with the Na- 
tional Council of Lighting - Fixture 
Manufacturers is the mid-year meet- 
ing in Hot Springs, Va., June 26 to 
29, inclusive. E. T. Caldwell, pres- 
ident of the New York Division, is 
planning a conference on design. 
President Biddle is planning a session 
on ‘“Economics—the Effect on the 
Fixture Industry.” There will also 
be a golf tournament. 


a - 


Electric Power Club Working 
On Hand Book 

The next annual meeting of the 
Electric Power Club will be held on 
June 11 to 14, inclusive, at the Home- 
stead, Hot Springs, Virginia, where 
this association was organized in 
1908. 

It is expected that a considerable 
amount of important standardization 
of electric power apparatus will be 
effected at that meeting, because the 
new edition of the Electric Power 
Club Handbook will be published 
soon thereafter, and all the different 
sections of the club are working to 
accomplish as much as possible this 
Spring, in order to get their work 
into the new handbook. 





If you are a radiophan and happen to 
be in Buffalo some day, drop around to 
Robertson-Cataract’s in, Mohawk street 
and see E. R. Streile, who is in charge 
of the radio department. This is not 
his invitation, but if you can talk shop, 
he’ll probably tune in and give yeu 4 
good reception. 
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T-Slot Receptacles 
Made by 


Cutler-Hammer 






C-H 7720 Duplex 
T-Slot Receptacle with 
Flush Wall Plate 


C-H T-Slot Receptacles take both tandem and parallel blade 
caps and only two slots are required. This design and the black 
glazed finish of the flush types give an extremely neat appearance. 















In addition to incorporating the T-Slot construction in the 

design, other features which add to the quality and utility have 

been included. The depth has been reduced to allow more space 
‘ in the outlet box for wiring. 





tacle with 


C-H 7736 R 
Round P 


Details on the complete line of these receptacies and also on 
the Current Taps with T-Slot Receptacle are given in our new 
Wiring Device Catalog, publication 3005, a copy of which will 
be sent on request. 


THE CUTLER-HAMMER MFG. CO. 
Switch and Specialty Department 

Works: MILWAUKEE and NEW YORK ai: 

ae finden ge Offices and Agents in Principal Cities CH 740 | Receptacle for 


ie T-Slot Receptacles 


CUTLER-HAMMER 


C-H 7710 Single Flush 
Receptacle 








0 
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Here are the live wires of the Fullerton Electric Co., New York City. 


From left 


{o right are C. T. Fairwood, A. H. Mulhall, F. R. Powell, F. W. L. Fullerton, presi- 


dent, G. E. Hansman and A. A. Troy. 





Credits Continue to Improve 


The accompanying tabulation shows 
the number of accounts reported to 
the Electrical Credit Asso- 
ciation by member manufacturers and 


National 


jobbers during December 1922 and 
January 19238, as compared with the 
same months the previous years, to- 
gether with the total amounts and 
average amounts of the delinquencies. 

Total Av’ge 
$124,376.98 $107.49 
126,842.89 125.84 


93,956.53 118.24 
88,811.52 109.78 


Central Division No. 
Dec., 1921 
Dec, 1922. 
Jan; 1088....:.: 
Jan, 19238.. 
New York 
Dec ,- 1921........ 
Dec., 1922 
Jan., 1922....... 
Jan., 1928........ 
Philadelphia 
Dec., 1921... 
Dec, 1922... 
Jan., 1922 
Jan, 1928... 
New England 
Dec., 1921... 
Dec., 1922. 
Jan., 1922..... 
Jan., 19238. 
Pacific Coast 
Dec, 3081.........-33 2,677.74 
Dec., 1922.... 14 2,225.43 
Jan., 1922... 16 2,002.00 
Jon, 1668.:....... 32 1,087.20 
* * 


St. Louis Reinstates Its Ele-- 
trical Show 


The St. Louis Electrical Exposi- 
tion will be held at the Coliseum from 
March 12 to 17 inclusive, under the 
auspices of the St. Louis Electrical 
Board of Trade. It is expected that 
there about 150 exhibitors, 
consisting of both local and nationally 
known manufacturers and jobbers of 
electrical equipment as well as many 
allied industries. Almost all of the 
available for exhibition 


58,840.00 
93,428.00 
48,429.00 
54,452.00 


136.00 
193.00 
150.00 
139.00 


28,992.97 
19,307.58 
32,449.17 
30,786.13 


155 87 
105.51 
150.2% 
145.22 


8,484 25 
3,809.68 

454.48 
7,805.66 


192.82 
112 05 
151.49 
118 27 


107.72 
158.90 
125 12 
90 60 


will be 


space pur- 


poses has been contracted for. This 
will be the first real electrical show to 
be held in St. Louis for a number of 
years. ‘ 

oi. « 


Providence Has Active League 


The Rhode Island Electrical League 
with headquarters in Providence, 
will hold meetings frequently for the 
benefit of jobbers, electragists and 
Central station men. At recent gather 
ing on Jan. 18, Lawrence Davis gave 
a chalk talk on the contractor’s prob- 
lems. Among the prominent jobbers 
present were: F. A. Boss, of the Boss 


Electric Supply Co., M. F. Falk, 


president of Union Electric Supp) 
Co., Mr. Lavine, manager electric:| 
department, Belcher-Loomis Hard 
ware Co., and M. Taylor, manage; 
Western Electric Co. H. E. Dawson 
is secretary of the League. 
* * # 

Congratulate These Winners 

Each year the E. S. & E. Co 
awards three prizes to the men who 
make the best sales records for tli 
year, all factors being carefully con 
sidered. and balanced among the va 
rious houses, as to territory, amount 
of goods sold, profit in sales, ete. 

The winners for 1922 were an 
nounced at the recent sales conven 
tion reported in this issue. ‘They 
were: 

G. H. Kroell, manager Albany 
house, first prize, $100; G. W. Henzel. 
manager Reading house, second prize. 
#50; R. R. Hand, salesman Scranton 
house, third prize, $25. 

* * * 
Daisies in the Other Fellow’s 
Field 

C. J. Litscher, president of the C. J. 
Litscher Electric Co., Grand Rapids. 
Mich., holds the opinion that no job 
ber should attempt to cover a city or 
town that he cannot make as well or 
better than a competing house. This 
principle or rule if observed by al! 
jobbers he believes would material) 
cut down on price warfare. 
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Talk about luck! A brand new Hupmobile for only “two bits,” or a silver quarter 


American money. 


H. S. Saunders, salesman for the Western Electric Co, of 


Boston, Mass., was calling on one of his dealer friends and said dealer sold H. $ 
a “chance” on this car for 25 cents, and wonders of wonders, H. S. won the car 


Pretty soft, we'll say. 
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PUT YOUR WIRES 
ON THE 
SURFACE 
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HARTFORD,CONN. 


Also Manufacturers of WIREDUCT Guaranteed 
Loom That Comes in The Original Coil-To-A-Box 






WIREWOLD AND WIREDUCT IS REGULARLY 
INSPECTED AND LABELED UNDER THE SUPERVISION 
OF THE UNDERWRITERS’ LABORATORIES, INC 
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Additions Announced to Staff 
of S. E. D. 

In order to encompass the far- 
reaching program laid out for the year 
by its directors, The Society for Elec- 
trical Development has made several 
additions to its staff. . The peculiar 
nature of the work in which the so- 
ciety is engaged in promoting tlie ex- 
tended use of electric service and sup- 
plies necessitates careful selection of 
those whose duty it is to forward the 
work. They must first be sold on the 
ideal for which the Society stands— 
that of co-operation. In these new 
staff members, the management of the 
Society feels that it has added a crew 
of four people worthy in every way 
of the important duties they will be 
called upon to perform. 

Albert Kapteyn, a man of wide edu- 
cation and experience along engineer- 
ing and other lines joined the Society 
at the close of 1922. His work with 


the Westinghouse Machine and Air-° 


Brake companies, supplemented by 
considerable experience in expert 
work, especially fits him for the mak- 
ing of original studies and the prep- 
aration of booklets for the Society. 

W. W. Ayre brings to the Society 
knowledge gained from an extensive 
advertising and publicity training. 
He has successively and successfully 
filled positions with the McGraw-Hill 
“Make-It-Pay” department; the ad- 
vertising department of the Western 
Electric Co.; Tucker Advertising 
Agency, in the copy and production 
department and was more recently, 
managing editor of the Publishers’ 
Autocaster Service in New York. His 
work with the Society will be on the 
preparation of advertising and mer- 
chandising suggestions and the writing 
of booklets and monographs on elec- 
trical subjects. 

To assist in organizing and foster- 
ing Home Economics work, the So- 
ciety sought someone rich in experi- 
ence along this specialized line and 
was fortunate enough to secure the 
services of Mrs. Harriett C. Emmons. 
A graduate of Pratt Institute, house- 
hold science department; member of 
the Am. H. E. Association; former 
director of the home economics school 
at Chautauqua; late field editor of 
Modern Priscilla; member of many 
women’s business clubs and with a 
general business experience extending 
over many years, Mrs. Emmons seems 
eminently fitted to undertake the 


work for which she has been engaged. 

As a link man to contact with 
newspaper editors and managers, to 
assist them and the industry in seeing 
that the public receives authentic in- 
formation about things electrical, the 
Society’s choice fell upon W. S. Sands. 
From his previous experience in the 
advertising and publicity fields, mak- 
ing commercial surveys for leading 
agencies, as editor of a market condi- 
tion summary, and manager of the 
merchandising service department of 
the Springfield Union, Mr. Sands 
should be invaluable and the industry 
may expect its message to be more 
effectively broadcasted with beneficial 
results to all. 

+ + 
Jobbers’ Play Staged in 
‘Los Angeles 

The Electric Club of Los Angeles 
staged a jobbers’ play at the meeting 
held Feb. 12 at Hotel Alexandria. 
The title of the play was “Paleolithic 
Indiscretions of the Professionally 
Indiscreet.”” The cest consisted of: 

Jerry Barth of Pacific States Elec- 
tric Company, as Frosty Snow of 























Although W. H. MacCrellish, manager 
of the Pittsburgh branch of the Western 
Electric Co., is standing alongside the 


railing we don’t believe he’s seasick. 
However, one can never tell, for the little 
ferry that carries Western Electricers 
across the creek from Allegheny to Pitts- 
burgh is enough to give anybody the 
willies. Mac does seem afraid to look the 
camera in the face, though, doesn’t he? 





Atlantic States Electric Company. 

L. E. Darrow of the Western Elec- 
tric Company, as Lightan Airey, boss 
of Atlantic States Electric. 

H. S. Detrick of Baker-Joslyn, as 
A. Jipper, one of the Contractural 
Banditti. 

J. G. Marks of the Western Elec- 
tric Company, as Battling Allen of 
the Grayham Electric Company. 

“Shorty” Sherman of the Illinois 


Electric Company, as Connubial 
Knute Grayham of Grayham Electric 
Company. 


Alfred Bachrach of the General 
Electric Company, as Tokoff, who 
had to leave Scotland. 

Carl M. Heintz of the Westing- 
house Electric and Manufacturing 
Company, as Harping Harry of the 
Eastern Electric. 

The play was a clever satire on 
present methods of going after busi- 


ness, 
+ & ** 


Film to Show Convenience 
Outlets 


A five-reel motion picture film to 
stimulate more active interest in home 
building has been prepared by the 
Atlas Educational Film Co., Oak 
Park, Ill., for distribution over the 
entire country. One of the features 
of the film is that special pains was 
taken to show how a house should be 
wired properly, particularly from 
the standpoint of sufficient conven- 
ience outlets. . Practically all of the 
modern electrical devices which con- 
tribute to comfort and efficiency in the 
home are demonstrated in one way or 
another, and the pictures vividly 
bring out their proper use. 

A modern six-room house was built, 
and each of the stages of construction 
covered by the camera. A _ scenario 
was followed to make a human-inter- 
est appeal. The wiring was laid out 
by a recognized expert, and is pic- 
tured in detail. The film will un- 
doubtedly leave its observers in a 
very sympathetic frame of mind to- 
ward the advantages of proper elec- 


trical equipment in their homes. 
ea 


Felker Now With Luxam 


A new addition to the sales organ- 
ization of the Luxam Electrical Sup- 
ply Co., Fort Wayne, Ind., is F. A. 


Felker. He entered upon this work 
about Jan. 1, having formerly been 
with the Central Electric Co., 
Chicago. 
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The Electric Heating Pad demand 


is a month-in and month-out actuality 
that every electrical salesman knows to 


be profitable. 


NOW— with this new model Hotpoint 
thee 9 aa —you can go after per 
: usiness with every expectation o 
Hotpoint getting and keeping it. 


HEATING PAD 
Whe New 


Obtainable in two 
sizes and styles 


COMFORT 
HEATING Pap 


Will outsell any electric heating 
pad ever offered to yourcustom- 

~» ers. Asa Hotpoint creation—you 
7 can recommend it with every 
confidence of repeat business 
from satisfied users and dealers. 


This new Pad is soft, flexible, sanitary and uni- 

‘ formly heated all over. Temperature is under 

3-HEAT automatic control at all times. Proper heat is 
Catalog No. 136Q7 had within a few minutes—when attached to any 


(with cover) ordinary lighting socket of 95 to 125 volts. 
Size, 12x 15 inches 


List Price, $9.75 The service and satisfaction of this new “Comfort” 
SINGLE HEAT STYLE Heating Pad is fully covered by a Hotpoint guarantee 


Catalog No. 114Q7 which users and dealers everywhere respect. 
Size, 9x 11 inches : . ' 
(no cover) Trade prices, discounts and other necessary selling 


List Price, $5.75 data will be furnished promptly on request. 


| EDISON ELECTRIC APPLIANCE CO., Inc. 


5600 West Taylor Street : Chicago, Ill. 
BOSTON -: NEWYORK ~- CHICAGO + ATLANTA + SALTLAKECITY + ONTARIO, CALIFORNIA 
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Inland Opens The Door 
to Better Jobber Service 


A Fixed Sales Policy Scrupulously Main- 
tained, ; 


A Good Product at the Right Price, 
A Service Which Assures Satisfied Cus- 


tomers. 


The Inland Glass Company believes in the 
jobber and that his is a function indispensible 
to economic distribution. 


Inland believes in selling through the job- 
ber and playing the game “open and above 
board.” 3 


That’s Inland Sales Policy. 


This type fur- 
nished in Ivory 
Glass or in Opal 
oo CO. Also 
furnished with tan 
background with 
blue or tan bands. 
Send for catalog 


(inland Glass Company 
Chicago. IUtinois 


G 
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“Inland Commercial Opal’ glass 
is the best for use in commercial 
lighting installation where the max- 
imum efficiency of the lamp is de- 
manded with the absorption per- 
centage of light rays reduced to the 
minamum, 
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Inland Illuminating Glassware is the finest obtain- 
able. It is made by artisians with years of experience 
and who take pride in quality products. Inland Glass 
combines all the artistic qualities of hand made glass, 
perfect shape, beautiful coloring and fautlless con- 
struction. Yet modern machines turn it out in such 
quantities as to make prices unusually fair. 


With the location of a large modern plant at Chi- 
cago, m the heart of the world's biggest market for 
illuminating glassware, the Inland Glass Company 
offers a service to jobbers, yet unequalled in the his- 
tory of the industry. Orders are filled and delivered 
quickly with lower transportation costs and practically 
no breakage. 


Inland offers a definite sales policy, quality products, 
right prices, a complete line and quick deliveries. 


Jobbers should investigate what Inland means to 
them—may we tell you more? 


Glassware Manufactured at Ghicago 








(inland Glass Company 


Chicago. (Ilinois 
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Permanent, profitable business— 
and all your business—that is what 
the new Royal Merchandising Plan 


offers you. 


Royal is the quality cleaner, and 
the Ro yal Merchandising Plan 


matches it. 


It is a Plan befitting a 


high grade machine sold by high 


grade merchants. 


Let the Royal Factory Represen- 
tative explain this Plan to you. 


We seek more sales connections 


for the’ Royal Cleaner. 


If you are 


open to a proposition, and wish to 
develop permanent cleaner business, 


write— 


The P. A. Geier Company 


540 East 105th St., Cleveland, Ohio 


Manufactured in Canada by 
Continental Electric Co., 


Ltd. 
Toronto, Ontario 


APPROVED 


CLEANER f 
















































Don’t Neglect the Small Items 


Manufacturers’ display cards put 
in the window or on the counter or on 
a shelf back of the counter draw 
attention to themselves, thus elimin- 
ating the necessity of continual show- 
ing. And because they tell their own 
story, eliminating need of demonstrat- 
ing, they make the selling of these 
low priced items very profitable. 

The jobber’s salesman very fre- 
quently does not give attention to 
these because of a feeling of scorn for 
low priced items, forgetting that the 
sale consists of a unit made up of 
a number of these small items. 


For example, a card of luminous 
scorns consists of 50 acorns, and 
while the unit list of the acorn is 
20 cents, the sale is made on the basis 
of a list price of $10.00 per card 
and the sale of one or two of these 
a day, day in and day out, which is 
not difficult at all, adds up to quite 
a respectable volume of business by 
the end of the year. 

Sometimes the difference between 
the large volume of business produced 
by some of these slow-moving quiet 
little fellows as against the smaller 
volume produced by some of the high 
powered peppy chaps, is due to a 
very careful attention to details of 
this sart. The Woolworth Building, 
which is the largest in the world, was 
built from the sale of nickle and dime 
articles by making a lot of them and 
the Wrigley Building, one of the most 
beautiful buildings in the country, 





from the sale of chewing gum at « 
nickle a throw. When a man say, 
that he is so busy selling big thing: 
that he cannot bother with the litt). 
things you can feel almost certain 
that he is not selling many of the 
larger items. There is an old saying 
that if you want anything done tak. 
it up with a busy man and that ap 
plies in this case. The man who is 
not too busy to sell small things is 
the man usually consulted: when a 
larger purchase is contemplated. 


* & @ 


Thomas Would Further Aid the 
Dealer 


H. F. Thomas, president of the 
Northwestern Electrical Equipment 
Co., St. Paul, Minn., in discussing 
recently the future of the electrical 
supply jobbing business, favored 
further fostering of the electrical deal- 
er. In his opinion, everything pos- 
sible should be done to make the path 
of the dealer easier, and he believes 
that every jobber should consider 
very carefully the proposition of 
going out of the retail business. 


* * * 


Brisbin Makes a Change 

H. S. Brisbin who for the last two 
years has been with the Wetmore- 
Savage Co., Boston, recently joined 
the sales force of the R. V. Pettingell 
Electric Supply Co., Boston. Brisbin 
will cover part of Boston and north 
eastern territory. 











This picture might serve as an apt illustration to the song, “I’m Forever Blowing 
Bubbles.” These are the girls that help to keep things moving at the Erner Electric 


Co., Cleveland. 


It has always been claimed that women have greater lung power 


than men, but it is apparent that Mrs. McCreary, wife of one of Erner’s top-notch 
salesmen, seems to have spent all hers to keep “Mac” marking time and toeing 


the line. 
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BRYANT CANOPY PULL SWITCHES 


6 Amperes, 125 Volts—3 Amperes, 250 Volts 









= 


No.655 % & » § No. 663 





No. 665 





These High Capacity Canopy Pull Switches are just the thing for control of fixtures. 

They can be used almost anywhere, are easily installed and are inexpensive. No. 665 lists $0.65. 
All the rest are $0.75 list each. Schedule is H2, Standard Package is 100 and unbroken cartons of 
ten switches may be assorted to make up a Standard Package. 


THE BRYANT ELECTRIC COMPANY 


Bridgeport, Connecticut 


NEW YORK CHICAGO SAN FRANCISCO 
342 Madison Ave. 844 W. Adams St. 149 New Montgomery St. 
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The Aristocrac 





The Line Supreme— 
essentially composed 
only of the finer details 
in lighting fixtures. 


Dealers in Williamson fixtures indtat 





~R. WILLIAMSON & CO. 


New York :: Chicago :: San Francisco 
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of Fixturedom 





A challenge to com- 
petition—volume 
production of dis- 
tinctive fixture-craft. 


indgate apprectation of better lighting 





R. WILLIAMSON & CO. 


New York :: Chicago :: San Francisco 
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EMERSON 
OSCILLATORS 


The same reliable, 
powerful breeze- 
blowers as last 
year - the oscilla— 
tor that is truly 
adjustable, 





Three—speed fans 
in 9, 12 and 16-inch 
sizes, A.C. and D.C. 
— all time tried in 
service. 


Every part of 
Emerson oscillators 
is subject to the 
Emerson Five-Year 
Factory-to-User 
Guarantee. 


Bulletin No. 4024 
gives details of 
Emerson construc-= 
tion - why Emerson 
oscillators are 
better fans - sales 
points for everyone 
selling Emerson 
fans. Write for it 
and the sales helps 
bulletin No. 4026 - 
both sent for the 
asking. 


The Emerson Electric 
Mfg. Company 


St. Louis New York 














Trimming Bids by Contractors Costs Industry 
Millions 


(Continued from page 6) 


the lowest bid offered by some 
unknown electrical contractor. The 
difficulty is that contractors with a 
reputation for good work have been 
trying to believe that they can com- 
pete with contractors who have only 
the reputation for cheap jobs. The 
consequence has been that the contrac- 
tors have been rushing the jobbers, and 
the jobbers the manufacturers, and 
when the entire proposition is figured 
to a conclusion, we have all done a 
lot of business and at the same time we 
have all stood a loss for the last couple 
of years. 

“When are we going to wake up to 
the fact that the present prosperity 
will probably only last a year and 
then we will have another slump, and 
unless we make sufficient profit in the 
next year to tide us over, we will not 
be able to stand another condition 
of depression. 

“How we can go about it to make 
conditions so that the skin-game con- 
tractor shall become known as’ such, 
and that a contractor who will carry 
out the true intent and meaning of the 
plans and specifications will get the 
work? This will mean that the in- 
crease to the industry, as I put it 
mildly, will be from 200 to 400 per 
cent. It seems to me that no better 
effort can be made by the Joint Com- 
mittee for Business Development than 
to dip into the bottom of this and do 
some advertising to the owners and 
architects, and show them where each 
project, (it makes no difference how 
large or small) should have a pro- 
fessional engineer, first to properly 
lay out the work, and then to see 
that the contractor installs it in ac- 
cordance with the plans and specifi- 
cations.” 

Every jobber’s salesman has his 
work cut out for him in connection 
with this problem. That work is to 
sell every responsible contractor on 
the idea that he must in turn sell 
himself and his services to the public. 

With that as a basis, go after every 
responsible contractor in your terri- 
tory and drill into him, and work over 
him, and sit on him until he sees 
the light and follows it. There are 
two ways in which the reputable con- 
tractor falls down. Here they are 
and here are the lessons that you must 
teach by word of mouth at every turn 


> 


(1) The _ responsible contractor 
who does not know how to explain 
his estimate. In other words, he does 
not know how to sell his services and 
the “Do it Electrically” idea. When 
the customer says: ‘Why should I 
pay you $200 for a job that another 
contractor will do for $150?’ All he 
says is: “I can’t see how he can do 
it for that amount, I can’t.”” He loses 
the job to cut-price competition. Re- 
sult, customer gets low-grade or in- 
adequate wiring job or both. 

What you explain to No. 1. In the 
first place, his answers should have 
been: “Is your lower estimate from 
a responsible contractor? Will he 
guarantee his work? Will he make 
the necessary repairs free of charge 
if a breakdown occurs? I have a 
reputation to maintain for I have 
been doing business here for so many 
years. I use the best materials and 
employ expert labor. I guarantee my 
work, without time limit, against 
defects in workmanship. One charge 
for repairs upon work done by an 
irresponsible contractor may _ well 
make up the difference between the 
two estimates.” 

It is your privilege to tell every 
contractor how he can use these and 
other lines of argument to sell his 
good work at a fair price against 
poor work at a low price. You are 
a salesman. Put the contractor in 
possession of some of your sales 
knowledge. If you show him how to 
sell he will show you how to buy. 

We know of one contractor in both 
electrical and plumbing lines. The 
question was asked him what kind of 
help he got from the two classes of 
jobbers’ salesmen. His reply was that 
he did not get much from the electrical 
men, but that the salesmen from his 
plumbing jobber generally came and 
helped him sell the important pros- 
pects in their line. They came armed 
with high power ammunition and their 
sales knowledge coupled with his ac- 
quaintance made it easy to sell a 
bangup installation. 

(2) The responsible contractor 
who is beset with fears. Being afraid 
of losing the job on price, he cuts 
out as much of the specified work as 
he can and get by. He may get the 
job away from other responsible con- 
tractors as well as the cut-price com- 
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Catalogues that will be a true 
Reflection of Your Business 


To make catalogues which fit the jobber’s business “like a glove” is 
the underlying thought in planning the new Donnelley series of 
electrical supply catalogues. 


We are therefore building these catalogues entirely from the job- 
ber’s standpoint, keeping in mind that in selecting goods for his 
catalogue he should have the same freedom as in his buying. 


This freedom of selection has been made possible through: 
1. Not asking a manufacturer to pay for a page. 
2. The flexibility of the Donnelley Unit Selection Plan. 


Since it is the cost per article illustrated which determines the cost 
of your catalogue, it is important that your catalogue show just 
the goods you want to sell. 


A Donnelley representative is ready to explain our plan for mak- 
ing a catalogue to fit your business “like a glove.” 








R. R. Donnelley & Sons Company 


id Jobbers’ Catalogue Department 


“a 931 Plymouth Court Chicago, Ill. 
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Gen. George Washington at Valley 
Forge during the terrible winter of 1777, 
was successful in keeping the spirit of 
independence and determination altve in 
the hearts of the ragged men of the 
Continental Army. 


Times have changed—the “Valley Forge” of business 
conditions is passed. Business is already far on the up- 
grade. 


The market for Shelton Violet Ray has never been bet- 
ter and bigger. Consumers know their many merits and 
resultant benefits. Dealers are rapidly acknowledging the 
vastness of the Violet Ray field. 


Decide upon a campaign of proceedure—determine 
to get your share of this voluminous Violet Ray business. 


talk them 





Study the quality and merits of this line 
every day. Sales are bound to result. 


Send for catalog and price lists. 


SHELTON ELECTRIC COMPANY 


16 E. 42nd. St. New York City 
30 E. Randolph St. Chicago 








petition. Result, premises inadequate 
ly wired. Customer cannot get full 
benefits of electrification. As a rea) 
prospect for later sale of a full line 
of appliances customer is killed at the 


start. 

How you should handle No. 2. Sell 
him first, and when possible go with 
him and help him sell the house 
builder, on the idea of an adequat: 
electrical installation. A house is built 
to live in for a considerable time. 
Once the house is built further wir 
ing is more expensive than if done at 
time of building. ‘The owner should 
not be 10 years behind the times in 
his electrical installation. To attacli 
any appliance to the lamp sockets is 
a back number, as foolish as bailing 
out the bath tub. All the outlets we 
can possibly think of today will be 
none too many tomorrow. Show the 
house builder how every outlet in the 
specifications has a definite purpose. 
How he will be sorry a hundred times 
a day later on if the specifications 
are cut in this direction. That this 
responsible contractor will only bid 
on a complete, useful, installation. 
That any contractor who submits a 
bid for an incomplete, ‘“‘wired for 
lights only” installation is reducing 
the comforts and, to a material ex- 
tent, the saleability of the building. 


A very great responsibility con 
fronts every jobber’s salesman today. 
If this responsibility is not accepted, 
the jobbing fraternity will be open 
to just as severe criticism as the con- 
tractors. But if the responsibility is 
accepted and 4,000 jobbers’ salesmen 
link arms and go at this thing, so 
much downright helpful selling as- 
sistance will be rendered to the re- 
sponsible contractors of this country 
that marked progress will be made. 


And you don’t need to go farther 
than arithmetic to figure the result. 
If 4,000 salesmen can influence or 
convert, whatever you wish to call 
it, two contractors apiece, that is 
8,000. If the 8,000 contractors stif- 
fen their backbones on only 10 jobs 
each this year and make 20 extra out- 
lets stick on each job where cut- 
threat competitive methods now dic- 
tate that they shall be cut out, that’s 
a little matter of 1,600,000 outlets. 
Put on any fair value per outlet that 
you care to, averaging residential, 
business and industrial buildings—say 
$4.50. Then, $7,200,000 is some busi- 
iness. And who gets the benefit? 
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ade by storm! 


UBBELL Triplex TableTap 


This new Hubbell device sells on sight 
because of its wide utility. Its glossy black 
body presents attractive appearance; its 
green felt base prevents harm to the finest 
surface. Three sets of Te-Slots provide safe 
operation for several appliances at once. 


Every Hubbell Triplex Table Tap you sell 
makes it easy and convenient to use electrical 
appliances—increases the market for them. 


Let us send your dealers attractive new 
circulars imprinted with their names for 
distribution to their trade. Drop us a card 
now, telling how many you could use. 


HARVEY HUBBELD 


ELECTRICAL go) SPECIALTIES 


BRIDGEPORT 


No. 6900 Complete 


Packed in Individual Cartens 


ELECTRICAL SPECIALTIES 




















THE JOBBER’S(AJSALESMAN 














The Triumph Line of Standardized Panel Boards 







































installation, is 


Type T-P 
Plug fused; tumbler 
switch controlled 
branches; safety, 
with one door open- 
ing. 


Type P 


Plug fused branches. 
An extremely narrow 
panel board safety 
type. 


Type R 


Safety type residence 
panel board, to meet 
two and three wire 
requirements, with 
or without main 
switch. 


From thie 





an achievement possible only to a manu- 


facturer who, by experience, knows all angles of panel 
board construction. 


The F. A. Triumph Line of Safety 
Type Panel Boards is the present day 
perfection for this form of equipment. 


Obtaining safety by the simplest con- 
struction and highly standardized 
even to the individual units, they con- 
tain all of the thought and study of 
Frank Adam Electric Company, who 
long ago achieved leadership in the 
panel board field. 


As the panel board is the most im- 
portant unit of any wiring installa- 


tion and the only one that is in view when the job 1 is fin- 
ished, special consideration should be given it. 


The three bulletins illustrated 
above explain in detail the pres- 
ent types of Triumph Panel 
Boards. They will be gladly sent 
upon request. 


Frank Adam 


ELECTRIC COMPANY 













ST. LOUIS 
Branch Offices: Other «A Products: 
Detroit, Dallas, Minneapolis, Major System of Theater Lighting 
Kansas City, Cincinnati, Control; knife switches; safety 
Cleveland, New Orleans, switches; hanger outlets; reversible- 
Chicago, San Francisco, cover floor boxes; A. C. and D. C. 


Los Angeles, Seattle. Distribution Switchboards. 


User’s Viewpoint 
To successfully. design a series of panel boards from the 
user’s viewpoint of what a panel board should be, in- 
cluding in them the architect’s requirements of satis- 
factory service and the contractor’s need of low cost 





You and your house, just as much as 
anyone, for you will supply the ma- 
terials and you will eventually supply 
many of the appliances which these 
outlets will encourage the house owner 
to use. 

This is not a thankless task which 
is being wished onto the jobbers’ 
salesmen. It’s the greatest business- 
getting proposition possible for you to 
contemplate. 

Remember this one thing. You, in- 
dividually, cannot do this job. Four 
thousand of you collectively can put 
it over in a way that will astonish 
the whole electrical industry. You 
will not need to hold conventions ‘and 
committee meetings and talk and talk. 
All you will need to. do is to do. 
Numbers lend courage. To know 
what the other fellows are accom- 
plishing will help you. Tue Josser’s 
Sa.esMAN asks of each one of you to 
write in his experiences in selling the 
contractor to sell himself. These 
letters will make good reading. As 
many will be printed in each issue as 
possible. All will be given some kind 
of mention so that we can all see that 


results are really piling up. 
? 2 


Wahn Builds Up Sales Force 

Arthur R. Fennell and Everett H. 
Thornton who were formerly with the 
Stuart-Howland Co., Boston, recently 
joined the sales force of the George 
H. Wahn Co., 69 High street, Boston, 
Mass. C. H. Dickerman who has been 
with the company for a number of 
years has been placed on the sales 
force and will cover New England for 
the appliance division of the company. 








This is J. H. Gleason, who, in the 
January organization changes of 
the Western Electric Co., became 
sales manager of the Chicago office. 
He has been with the company 20 
years. Previous to this last promo- 
tion he was power apparatus sales 
manager. 
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Has it blown “‘ 


Pull it apart ~see~insert new core 
and san 42 7, of the cost of mW plug 


It seems to be the ultimate thing in a Fuse Plug. One of those sure- 
enough ideals that do occasionally take form in a practical design. 

































You may know this plug has been tested by innumerable users, before 6 —_ 
regularly offered by Hart & Hegeman. It bears the approval of the Complete Plug 7e List 
Underwriters’ Laboratories. And in a short space indeed it has become Refills 4c List 
an item to reckon with in “the line of least resistance.” Complete 
Vhe generous depth of the straight, porcelain sides affords a grip out of aati hp em is 
touch of all metal. The %-inch diameter increases the space between 66-329 6 Amp. ce 
plugs, so fingers never are cramped in screwing and unscrewing. 66333 12 Amp. FC333 
Instead of a metal top with mica “‘window’’ over the sometimes visible eT Ame FCS 
fuse, the top is a unit of porcelain. Unscrewed from the socket, the oe Sim Sn 
core pulls out and exposes the fuse to full view. Schedule “F” 
If fuse has blown, slip in new core or refill—containing the fusible Std. Pkg. Carton Quantity 
element. Save the holder; use it over and over, indefinitely. * 500 50 oe 
Save, by this method, 42% of the cost of new plug. 

Same PRICE as Ordinary Plugs 

All large users of fuse plugs—all our friends in 

the trade who se// fuse plugs—need only to see 

this refillable device to adopt it directly. 





You may even see all that’s necessary in the photographs 
figured here. . . Particulars and prices will be forthcoming 
with the promptness you’l! want them. 


-THE HART &o HEGEMANMFGCo: 
HARTFORD. CONN. 
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HANGERS 

































DEPENDABILITY 
Makes You Money 


Wakefield “Red Spot” 
Hangers are very carefully in- 
spected as to mechanical de- 
tails. You can depend upon 
‘Red Spots’ being right when 
they reach your customers. 


















This is the well- 
known “Red Spot” 
Hanger —the stand- 
ard of commercial 
lighting equipment. 
Send for “11 Points 
of Superiority,” which 
tells just why this is 

























And these customers can 
both quote a lower price and 
make a larger profit by using 
Wakefield “Red Spot’’ Hang- 
ers for their commercial light- 
ing jobs. They will thank you 
for selling them hangers of such 


the hanger for you 
to sell. 


quality. 





“Red Spot’’ Hangers can be 
used with any standard urn- 
shaped glassware. 


CARTON PACKING 
Saves You Money 


Protection to Wakefield “Red Spot" 
the Jobber Hangers are packed in cartons. 
is our fixed Our packing system _ insures 
Policy. both jobber and _ contractor 


against loss, damage or deter- 
ioration of finish. 


















WAKEFIELD 


RED SPOT 


is a name known throughout the industry as the synonym of QUALITY. 
We do not know how to make “cheap stuff,” but we copeaialy know how 
to make good brassware at prices you'll say are RI 






The F. W. WAKEFIELD BRASS CO., Elberta Street, Vermilion, 0. 























| When A Jobber Yells Fire 


(Continued from page 8) 


Then is that the big lesson you got 
out of it? I asked. 

“Yes, and no,” he replied. ‘That 
is part of it, of course, but not every 
thing. It means a lot, too, to know 
men and be able to call men by their 
first name and be on really friendly 
terms with them; and I’m sure that it 
has counted for a lot with me to be 
able to do that. There have been 
times, it’s true, when it hasn’t been 
entirely convenient. for me to attend 
meetings of the Electrical Supply Job- 
bers Association, but I have gone. 
nevertheless, whenever it has been 
possible at all and have done my little 
best to hold up my end. Mind you, | 
was not inspired by any particularly 
selfish motive, but there have been 
times when I found myself wondering 
if it was really worth while to make 
such a business of attending meetings 
and trying to co-operate all along the 
line. But the splendid way in whic! 
my competitors in the jobbing busi 
ness pitched in and helped me ou! 
supplies tangible proof that co-opera- 
tion is- a real factor in ‘business. 
Honestly, I do believe that if that fire 
had cleaned me out completely, that 
the friendship of my trade on the one 
side, and of the manufacturers on the 
other, would have enabled me to get 
in the game again on a shoestring. At 
least, it’s encouraging to believe so.” 

That's mighty strong testimony to 
the value of co-operation, I told him, 
and JospBer’s SALESMAN reader; won't 
mi:s it’s significance. 

“Well,” he replied, “I mean it. 
every word. It just goes te show how 
true is the statement that we get what 
we give. I’m sold on it completely. 
The only thing is that I have re 
ceived so much that I shall have to 
do a lot of giving from now on in order 
to balance the score. And you bet | 
shall be gl.d to do it.” 

Mr. Litscher was born in Chicage, 
January 17, 1880—same day as old 
Ben Franklin, by the way. He began 
his business career with the Central 
Electric Co, of that city, in 1895. 
going from there to the Illinois Elec- 
tric Co, in 1898. He held the usual 
run of jobs, topping off with a thor- 
ough experience in selling. In 1909 
he settled in Grand Rapids, establish 
ing the C, J. Litscher Electric Co. 


“Tt was a very medest start that we 
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Canopy Switch 
Catalog No. 311 


See other numbers 


No. 4022 
List Std. 
Price Pkg. Length 
$0.75 50 With Loop Hickey BH2 
15 50 With Close Hickey 813 
90 50 With Long Tubing 4¥, 


Brand new material 





Over All 


No. 4031 
Body Pkg. 
Length Wt. Carton 
28 16 10 
243 14 10 
41/, 20 10 


for the fixture trade 


6¢@°TANDING still is going back,” 

someone says. Right. Progress 
is forward actively. “Arrow” is keep- 
ing “‘off in front” continually. Note the 
new numbers on this page—and the 


new features of the new numbers. 


Arrow Canopy Switches are provided 
with ratchet handles which turn back- 
ward freely without injuring the 


mechanism or working loose. 


The wires come in from the side. 
Space is provided so that the insulation 
is carried 14 inch into the switch body. 
This gives added strength to the wires 
and prevents the insulation from break- 
ing at the bend. 


The handles of Arrow Canopy 
Switches are threaded to take No. 1870 
Glo-Tip. Here is some handy catalog 
information—see illustration at the 
side. 


Canopy Switches 


Cat, List Std. 

No. Price Pkg. 

31] $0.75 100 with 
312 .80 100 with 
8138 80 100 with 
314 84 100 with 
315 85 100 with 


stem ;; inch long 12 10 
stem +; inch long 18 10 
stem ,% inch long 14 10 
stem % inch long 15 10 
stem 1 inch long 16 10 


THE ARROW ELECTRIC CO. 
Hartford, Conn. 











<ARROW- 





The complete line of Wiring Devices 
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WATTHOUR METERS 


Duncan Watthour Meters are the leaders 
in their field. Their dependability and 
accuracy of operation is possible through dis- 
tinctive features. 


The Duncan A. C. Watthour Meter, Model 
M2, has low bearing friction. The lower 
bearing supports the lightest of moving -ele- 
ments and the top bearing has almost no work 
to perform. This can be demonstrated by re- 
moving the top bearing and watching the be- 
havior of the meter, even with very light 
loads. 


Identify your house and yourself with Dun- 
can Watthour Meters and strengthen your 
position as a jobber or jobber’s salesman. 





DUNCAN ELECTRIC Mc. Co. 


LAFAYETTE INDIANA 
Builders of Electricity Meters since 1902 























made,” he said, “and our titles were 
far removed from our real jobs. | 
was president and traveling man. Our 
treasurer, no longer with us, was also 
the bookkeeper and stenographer. :And 
S. C. MacNeil sported the title of 
vice-president, in addition to doing 
splendid work as shipping clerk and 
stock assembler. Also, of course, there 
was the inevitable errand boy. 

“We had $7,000 worth of stock to 
begin with, mostly in one-fifth stand- 
ard package lots. We could supply 
most anything the trade wanted, but 
not much of it. We set our mark that 
first year to do a business of $40,000, 
and looked forward to the day when 
we! would be doing a business of 
$100,000, wondering what we’d do 
with all the profit on that volume. 
Strange to say, we actually did that 
much that first year. We figured 
that the best thing the jobber does 
is to serve, and we spread ourselves 
accordingly. Anyway, our business 
has grown consistently ever since, 
and today our staff numbers upwards 
of 85 people, including 7 salesmen. 

“So I guess I can speak by the book 
when I say that service and co-opera- 
tion can be depended upon to get re- 
sults every time.” 
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“Oh what a Pal was Mary,” says Jim 
Whelen as he places his arm around her. 
Next to Jim stands Neal White, then 
Henry Erath and last but not least, 


clutching what’s left of his Corona- 


| Corona, is Milt Riley, all of Pettingell- 


Andrews Co., Boston. 
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The Black Dotted Line 


BERR RRR RRR RRR RRR eRe eee 
Look for the black dotted line on the interior 


surface of the Loom you buy so that you may be 
sure you get the genuine 


DURADUCT 


with its roller-bearing wireway and single wall. 


Look for this same black dotted line on the inner 
surface of the cover on the portable cord you buy 
for heavy duty. In this way, you assure yourself 
of a long wearing economical cord,— 


DURACORD 


The mark of Quality in “Loom” and heavy duty 
portable cord is 


The Black Dotted Line 
Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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The 
HUBBARD 
Bo-Arrow 


Arm— 












































The Hubbard Bo-Arrow Arm is the stand- 
ard construction for single circuit trans- 
mission lines with overhead ground wire. 


Removes the tendency for 


6 


anced on the pole. 


7 


8 The cost is surprisingly low. 


Fully as flexible as wood 


HUBBARD & COMPANY 


Pittsburgh - Chicago 


—and EIGHT reasons 
for its popularity 


Made of Open 
HearthSteel,bentto 
shape while hot, insur- 
ing freedom from flaws. 
2 Fits poles of any 
diameter without 


gaining or trimming. ° 


Allows triangular 
wire spacing while 
leaving the pole top 
clear for a_ straight 
Ground Wire Bayonet. 


Gives the line a 
minimum width 
and maximum clear- 
ance from the ground. 


Permits the use of longer spans, since no two 
wires are in the same horizontal plane, by eliminat- 
ing the danger of wire swinging together. 


the pole to lean side- 


ways as the weights of the arm and wires are bal- 


arm construction for 


double arming, dead ending and anchoring lines. 














The Double Arming Set 
and Corner Bayonet 























George L. Patterson 


(Continued from page 


21) 


only has he been able to perceive and 
accurately diagnose many of the ills 
which have beset the industry in its 
development period, but he has com: 


forward with suggestions 


provement. 


for 


im 


And he always has the 


courage to voice his opinions any 
where and at all times, and forever 


keep at it. 


He realizes exactly what 


W. E. Robertson so well expressed 
in his address at the jobbers’ meet 
ing in Cleveland last November— 
that the element of time plays a very 


important part 
changes. 


in bringing about 
That no matter how good 


the idea is, no matter how sound it 
is in theory, no matter how firmly 
it can be demonstrated from time to 
time, you still must give time for th 


penetration of the 


idea when 


its 


adoption means a change in organi 
in other 


zation, in investment or 
matters of routine. 


And, so, with certain sound and 
fundamental .ideas, carefully thought 
out, he seeks constantly to win a 
disciple here, and a follower there, 
knowing well that time will germin- 
ate the idea into a change-producing 


force. 
The fundamentals which 


Mr. 


Pat 


terson holds to be self-evident may 
be boiled down into a simple creed 


or formula, namely: 


The function of the jobber should 


be to distribute merchandi 
that has Underwriters’ 


se: 


(1) 


approval: 


(2) is in demand in the territory in 
which he operates; (3) whenever it 
is possible that this merchandise can 
be bought at a price which will en 


able him to sell at a profit. 


He believes that the above formula 
should be the only basis upon which 
a jobber should decide to handle or 
not to handle a line. He has long 
and strongly urged that the estab- 
lished jobber should actively furnish 
the distributing machinery to market 
every line complying with the above 
specifications. He has just as strong- 
ly deprecated the policy of »ny job- 
ber confining his activities to only 
the higher priced lines, which but 
partly fill the demand in his territory. 


One man said, and he was a com- 


petitor by the way, that George Pat- 
terson had done more for the elec- 


trical industry than any other man 
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HEMCO SETS THE PACE 


1. In quality standards 


. In length of service and conven- 
ience 


2 

3. In design and attractiveness 
4. In volume and speed of sales 
5. In profits 















HEMCO 
TACH-LITE 


















HEMCO TWIN-LITE 


For use in base-boards and 










For use between under shades. List price 75c 


socket and shade— 
threaded for shade. 
Last priest «:...xcs% 75¢ 


HEMCO TRIP-LITE i 


Gives three service outlets it tae 
Wh 
from a single socket. Threaded , LU 


for shade. List price $1.10 " Many 


HEMCO DISPLAY BOXES — Me, 
conte wil! fi 


Contain the complete - selling “ny ier ri 
MO Tar , ty il if , (ih ay 


story of HEMCO Plugs and the 
HEMCO Health Pad. 


ee es oa 


Keep your HEMCO boxes on the counter and in your windows. 
They tell the complete HEMCO story and make for bigger sales. 


: GEORGE RICHARDS & CO. 


597 W. MONROE ST., CHICAGO 
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A Monthly Chat With Jobbers’ Salesmen 


by Trambull Tem. 


Common Sense 


If this page had been headed Quality, Efficiency and 
Service you would have read three over-worked but 
familiar expressions. 


So instead of proclaiming our Q. E. & S. we will give 
you the setting back of our Safety Switch lines and let 
Common Sense draw conclusions for you. 


With the exception of rivets and screws, we manufacture 
in our own plant or allied plants, practically all of our 
goods from the raw material. 


COPPER the one great switch essential, is obtained 
from one of the largest copper companies in the world, 
with the rolling mill hardly an hour’s journey by truck 
from our factory. 


SLATE is prepared especially for Circle T by a quarry 
whose entire output we consume. 


PORCELAIN is of exceptional quality because we 
operate our own plant exclusively for our own use. 


STEEL is supplied by the largest rolling mill making 
rust resisting steel. 


IRON CASTINGS are supplied by a very old factory 
located in immediate vicinity, which has specialized in 
high class work for more than half a century. 


COPPER CASTINGS are made under our immediate 
supervision in a plant adjacent to our own works. 


These and many other raw materials, are brought to- 
gether and made into switches in a modern factory so 
located as to have excellent transportation facilities. 


And last, but by no means least, there is a selected per- 
sonnel in our office, sales, and factory organizations, 
some of whom have been in the continuous employ of 
the company more than twenty (20) years. 


Does not COMMON SENSE suggest that such an or- 
ganization can best supply your switch requirements? 


THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 
BOSTON SAN FRANCISCO 








in New York. He has always stood 
strongly for association work and has 
played the game fair, holding the re- 
spect of his fellow jobbers, whether 
or not their views coincided with his. 
He called a luncheon about 20 
years ago, which resulted in the for- 
mation of the first association of 
electrical supply jobbers in the east. 
Later, this was consolidated with a 
western movement started by W. W. 
Low, to form the present Electrica! 
Supply Jobbers Association, 
- For many years he has also been 
chairman and member of the execu- 
tive committee of the Atlantic Divi- — 
sion of the Electrical Supply Jobbers 
Association, as well as president of 
the Electrical Jobbers Club of New 
York. 


Main roads of travel—whether in 
pleasure or in business—do not in- 
terest Mr. Patterson as do the side 
roads and the untried. He is a great 
tourist, when he can take the time, 
and when he tours he aims to see 
everything and get to the bottom of 
everything. It is said of him that 
he knows more unique and interesting 
spots throughout Connecticut and all 
of New England, that are off the 
beaten trail, than any other man. 
Every Saturday and Sunday, almost, 
in good weather, will find him driv- 
ing somewhere to see more things. 

One time he made up his mind to 
see Yellowstone Park—so he took 
two months for the job and when he 
got through the park knew it had 
been “seen” and photographed as it 
never had been before. 

One of his special delights is to 
take friends, who come to New York, 
out to “see the sights.” By that is 
not meant the usual white lights and 
show places, but the real New York 
—places obscure, perhaps, but of his- 
toric interest—places they had never 
seen before and perhaps never could 
find again. 

When he cannot be traveling and 
seeing he likes to get out of the main 
highway in his business. Just for 
example. Some years ago, when or- 
dinary little buzzers sold for 20 or 
25 cents, Mr. Patterson left the trail 
and brought out one that listed for 
$4. Everybody said he was crazy to 
think he could sell it. And yet he 
sold many, and still does. It was 
fun for him to do this little stunt. 
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» an ©Xcelleng 
Made Foot Candle Meter readings Of the lighting inten. 
Sities on top of desks dlackboards, very moh 
Pressed yj the Method Used to sp them the Telative Merit 
Of the lighting un 
Mach to our S8tisfaction "8 Secureg the Jam fontract and 
&n order for Seven Cd and elehtyeicne (768) Comlets fixtures, 
TMOre we feel that we have done the Alammong Public 2 Te@l ser. 
Vice, 


Very truly yours, 


STANDARD ErEomr¢ COMPaNy 


Gomme, 
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You'll find Sherar- 
duct in thousands of 
structures, large and 
small, throughout the 
entire world. 


National 








Sherarduct 
Bends easily! 


—and the zinc protection 
of Sherarduct Conduit 
does not crack or peel. 


@ The intense heat to which 
the conduit is subjected in the 
Sherardizing process anneals 
the pipe—and binds the zinc 
firmly to it by a layer of zine- 
steel alloy. 


Metal Molding Company 


1309 FULTON BUILDING - PITTSBURGH 


Represented in All Principal Cities 


-_ 




































SHERARDUCT | 





| He imagined he could do it, and hi, 





‘ geles, was elected chairman. 


imagination brought it about. 


To see many things and to stud) 
many things; to absorb much and to 
give out much more; to be intense], 
interested in everything that he is 
doing; to love his friends and be 
loved in turn. That is George Pat 
terson. 


Barnes Heads Kelley-How- 
Thomson Electrical Depart- 
ment 


Kelley-How-Thomson. Co., Duluth, 
Minn., for 30 years one of the largest 
hardware jobbers, has recently gone 
actively in the electrical jobbing 
field. The electrical department of 
the company is in charge of R. G 
Barnes, who has been in the electrical] 
business all his life, and is therefore 
well qualified to look after the inter 
ests of this department. ‘This com 
pany represents, among other large 
concerns, Westinghouse, Radio Cor 
poration of America, Pass & Seymour, 
Arrow Electric and others. 


* * * 


‘“‘Where and How to Get More 


Business”’ 


The above was the slogan of the 
Western Electric sales conference 
held in Chicago, Feb. 5. 6, and 7. 
There were 70 inside and outside 
men present, including all from the 
Indianapolis, Milwaukee and Grand 
Rapids sub-houses. This was purely 
a sales conference—no demonstra 
tions. A dinner was given the first 
evening, at the Atlantic Hotel, for 
dealers and salesmen. The feature 
at this dinner was an illustrated lec 
ture on power apparatus, by Leon 
Smith of Boston. 

* * * 


Pacific Coast Division Elects 
Officers 


At the meeting of the Electrica! 
Supply Jobbers Association, Pacific 
Coast Division, at Del Monte, Callif.. 
A. H. Elliot was re-elected secretary 
Earle Alexander, president of th: 
Alexander & Lavenson Electrica! 
Supply Co., San Francisco, wa» 
elected chairman of the executiv: 
committee, and N. W. Graham, gen 
eral manager of the Graham-Rey 
nolds Electric Company, of Los An 
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The glow of the radiant heater, a comforting 
accessory in present day electrical homes is an- 
other service relying upon dependable wire. 
Dependable wire up to the convenience outlet in 
the baseboard is the responsibility of the wireman. 
Reliable heater cord from the outlet to the appli- 
ance should be provided by the dealer. Good 
heater cord stands the hardships of this service 
without calling attention to itself through failures. 
Other kinds of heater cord may last long enough 
to be worth the price, and then again, they may 
not. 


PARANITE heater cord is especially made for 
this service. The conductor is of No. 34 copper, 
where the average other cord is of No. 30. 
PARANITE is made in several sizes and with any 
desired covering. Be sure of the service from your 


heater cord by using the PARANITE standard. 


Indiana Rubber & Insulated Wire Co. 


il : Jonesboro, Indiana 
Chicago Office, 210 South Desplaines St. New York, The Thomas & Betts Co., 63 Vesey St. 


-s PARANITE &<20 
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Just Like 
a Letter of 
Introducti 










Have you ever carried 
a snappy letter of intro- 
duction in your pocket 
when you called on a 
prospect who was_par- 
ticularly hard to approach? 
If you have, you will recall 
what a feeling of assurance 
it gave you- 

That same feeling of confidence 
is yours when you go out to sell 


Renewable and 
~ Non-Renewable 


f FUSES 


—Because every “Union” Fuse is backed—not by 
one letter—but by thousands of letters in the form 
of clean-cut, convincing advertisements in leading 
trade and technical papers. Every one of these 
advertisements paves the way for you and makes 
selling easier. 





























When you approach a retailer with the “Union” 
line you don’t have to make explanations. Our advertising 
has created a prestige for “Union” Fuses that gives you a 
ready entree. You are sure of a warm handshake and a 
courteous reception. It’s just like carrying a letter of in- 
troduction—you are properly accredited! 


You'll soon find that sales “go” much easier when you 
tie up with “Union” Fuses. And you'll also find yourself 
doing a bigger volume of business. 


A postcard brings our sales suggestions and interesting 
fuse booklet. Write for both today. 


Chicago Fuse Mfg. Co. 


Manufacturers also of Switch and Outlet 
Boxes, Cut-Out Bases, Fuse Plugs, Fuse Wire. 


CHICAGO NEW YORK 


DNATA 



























I. E. Greene Heads Binghamton 
House 

I, E. Greene, formerly of the 
Roberts Electrical Supply Co., Syra- 
cuse, N. Y., is now president of the 
Southern Tier Electrical Supply Co.. 
Binghamton, N. Y. 

In 1911, Mr. Greene went with the 
Roberts company as manager and re- 
mained with them 11 years. During 
the first four years of that time the 
company grew from a four-man con- 
cern, doing a $50,000 a year business, 
to a point where it had to move to 













































I. E. Greene 





larger quarters and increase its sales 
force to four men outside and the in- 
side organization to 10. In another 
five years they moved to a very fine 
building and became one of the largest 
jobbing houses in Syracuse, 

Mr. Greene had been interested for 
some time in the business of the South- 
ern Tier Electrical Supply Co., and 
had been surprised at its rapid growth. 
It was started only three years ago, 
and today is doing a very fine, strictly 
wholesale business in standard elec- 
trical supplies, and is lined up witli 
practically all of the standard manu 
facturers. Upon being elected to tlic 
presidency, Mr. Greene took on the 
sales work and will also determine the 
lines that are to be handled. 

* * # 
Walter Hoagland Takes 
Vacation 

Walter Hoagland, Central District 
Sales Manager of the Western Elec 
tric Co. was scheduled to depart the 
last of February for a three weeks 
vacation at Hot Springs, W. Va. 
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YOUR PROFITS 





In business, profits are derived from one source alone— 
sales. 


A good up-to-the-minute Electrical Supply Catalog does 
produce sales. 


A catalog produces sales in direct proportion to its 
make-up and general appearance—backed by the 
lines represented and the stability and repute of 
the house. 


Style and arrangement therefore have much to do with 
a catalog’s productiveness. 








To the printer, a catalog is but one of many; to the 
Electrical Supply Jobber, it is 100% of his Catalog 
investment. 


HOW ABOUT YOUR CATALOG? 


Word from you will bring our Electrical Supply man 
prepared to outline in detail the advantages to your 
business of the best catalog yet devised— 


THE COLUMN {jj UNIT CATALOG 


NATIONAL STANDARD SIZE 











WYNKOOP HALLENBECK CRAWFORD COMPANY 


‘Printing Headquarters”’ 
Compilers and Printers of Electrical Supply Catalogs 
80 LAFAYETTE STREET . NEW YORK CITY 
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Radio Development in the Cen- 
tral-Station Field 


That central-station companies will 
in the near future benefit from de- 
velopments now under way in radio 
apparatus for signaling by tepehone 
or carrier-current means was _ indi- 
cated in an address at the recent con- 
vention of the New England Division, 
N. E. L. A., by T, Johnson, Jr., of 
the General Electric Co. He pointed 
out that the use of separate antennas 
gives better results in radio telephony 
than the employment of utility dis- 
tribution circuits for reception. 

Broadcasting over central-station 
mains is as yet comparatively unde- 
veloped. Recent carrier-current ex- 
periments have used frequencies up 
to 20,000 cycles. Four carrier-cur- 
rent sets of the 50-watt size will soon 
be installed for central-station serv- 
ice in New England. Carrier-current 
equipment is now available for use on 
lines as long as 85 miles with no in- 
tervening tie-ins; each tie-in reduces 
the range of transmission by about 
10 miles because of reflection. 

Apparatus is being developed for 
260-mile transmission, using a 250- 
watt transmitter. The same reduction 
in range applies to this larger work. 
Another forthcoming development is 
a concentrated condenser for trans- 
ferring energy to a line with mini- 
mum loss. This will be available in 
about a year, according to present in- 
dications. It will probably be from 
18 to 24 months before portable car- 
rier-current equipment will be avail- 
able. 

Within a year it is expected that 
a relay will be developed for tuning 
on and off small-power lighting cir- 
cuits in general practice. 

* * * 


Pettingell-Andrews Men Earn 
Radio Sets 


A very liberal offer was recently 
made by the Pettingell-Andrews Co. 
of Boston to its salesmen. To every 
man selling six complete radio sets in 
2 90-day period beginning about the 


middle of December a radio set will be 
given outright, complete with all fit- 
tings, charger, loud speaker and head 
set. 

At the start one of these sets was 
sent at once to each salesman’s home 
to be put into operation. He has the 
privilege of using it during the period 
and if it should be un-earned at the 
end of the period he has the privilege 
of buying. 

On the date of Jan. 25 a large 
number of the men had already earned 
their sets, among them being F. Jason, 
W. A. Peterson, W. V. Price, M. 
Fleming, F. Smith, W. Kaiser, F. 
Foote, W. Day, W. T. Bradley, A. 
Barber, J. W. Hope, A. F. Jewett, 
J. H. Sullivan, J. Whalen and J. H. 
White. In fact many of the men had 
sold more than the required number. — 

E. H. Bradley has charge of the 
radio department. There has been a 
constant upward trend in the radio 
business since Dec. 1. Present owners 
of equipment are now coming in for 
loud speakers in noticeable numbers. 








E. H. Bradley, Head of the radio 
department, Pettingell-Andrews Co., 


Boston. 





Denver Radio Jobbers 


Radio jobbers of Denver have re- 
cently formed the Radio Jobbers’ As- 
sociation, Intermountain Division. 
The new organization plans to affili- 
ate with the National Association of 
Radio Jobbers. Jack L. Hursch was 
elected chairman of the association 
and Oriel Sibald secretary. At the 
Denver meeting the following men 
were present representing their firms: 
William D. Reynolds and Jack L. 
Hursch of the Reynolds Radio Co., 
Paul Lanis and Orval Peterson of the 
Rocky Mountain Radio Corp., J. C. 
Davidson and A. F. Grossman of the 
Hendrie & Bolthoff Manufacturing & 
Supply Co., Thomas Yonley and Louis 
Grove of the Mine & Smelter 
Supply Co. and B. G. Vreeland of the 
Winner Radio Corp. 


a ee 


What a Salesman Should Know 
About “Spaghetti” 

How the tubing used to insulate ra- 
dio sets came to be called “spaghetti” 
was explained recently in a talk by 
A. W. Stringham, of the Mitchell- 
Rand Mfg. Co., New York City, 
through station WEAF. This is the 
first of a series of talks to be given 
by Mr. Stringham and inaugurates the 
campaign of education planned by the 
Mitchell-Rand Mfg. Co. to cover in 
sulation and insulating compounds. 

For years it was common practice 
to insulate terminal and connecting 
wires of motors, dynamos and other 
electrical devices by the use of cotton 
sleeving, a braided tubing then also 
known as stockinet and shoe lace. If 
you will try to poke a piece of insu 
lated wire through a tightly fitting 
shoe lace, you will understand why 
anything that resembled an improve- 
ment was welcome. 

When they finally managed to get 
this sleeving in place, it was given 
several coats of insulating varnish, by 
means of a small brush, another time- 
consuming process because the work 
could only be done after the instru- 
ment was assembled and great car« 
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Seventeen sizes between 20 and 1500 turns. 


Sold unmounted or mounted on Remler coil plugs which fit any standard 
coil mounting. 


Sold unmounted or 
with standard 
coil plugs 


Use GIBLIN-REMLER 
INDUCTANCE COILS 


For Maximum Signal Strength With Minimum Intereference 


UE to their special features of construction, GIBLIN- 

REMLER UCTANCE COILS have MORE INDUCT- 
ANCE, less DISTRIBUTED CAPACITY, and a LOWER 
HIGH-FREQUENCY RESISTANCE than any other coil, 
of an equal number of turns, on the market. These are the 
three features essential in order to obtain MAXIMUM 
SIGNAL STRENGTH, and MINIMUM INTERFERENCE. 

In any receiving set it is always necessary to tune one or 
more circuits to the frequency of the incoming wave. This 
is done by adjusting the inductance and capacity of the cir- 
cuit so that it will have no impedance to an alternating cur- 
rent of that particular frequency. Then, the only resistance 
to the incoming signal is the high-frequency resistance of the 
coil. This Roh dreteiney resistance, which depends on the 
direct current resistance and type of winding, is lower in the 
GIBLIN-REMLER COIL than in coils employing any other 
form of winding. 

This is explained largely by the fact that resistance is 
oa og to the length of the wire. In the GIB- 
LIN- COIL all of the turns are parallel and the 
turns in each layer are wound close together, hence it requires 


fewer turns, less wire, and lower resistance to obtain a given - 


inductance than with any other type of winding. 

The LOW DISTRIBUTED CAPACITY of the GIBLIN- 
REMLER COIL is a big factor. in a MAXIMUM 
SIGNAL STRENGTH and MINIMUM INTERFERENCE. 
In a vacuum tube detector circuit the signal strength depends 
on the potential difference between the grid and filament of 
the tube. In a coupled circuit receiver the secondary coil is 
connected to the grid and filament of the detector tube and 
literally supplies this potential difference. Its distributed 
capacity, that is capacity between layers of the coil, tends to 
short-circuit the coil and reduce the potential difference at 


the terminals. This is particularly true in the case of the 
very high-frequency current encountered when receiving 
the short wave lengths, that is, wave lengths between 200 and 
600 meters. The amount of this loss depends upon the amount 
of capacity and potential across it. Capacity always decreases 
with an increase in the distance between two conductors. In 
the GIBLIN-REMLER winding the layers are spaced with 
a cotton yarn of high dielectic strength in such a manner as to 
not only reduce the total distributed capacity but also to make 
it a minimum at the point of greatest potential difference 
between layers. 

A sharply tuned circuit is one that has an extremely low 
resistance to a current of the particular frequency to which 
it is tuned, and a high resistance to currents of all other 
frequency. In any receiving circuit there are two kinds of 
resistance—one, the straight high frequency of the coil, and 
the other, the resistance caused by the impedance of the 
coil and the condenser used with it. The first remains fairly 
constant over a small range of wave lengths. The second 
resistance is zero at one particular wave length and increased 
as the wave length varies in either direction; hence, it is 
easily seen that when the inductance of the coil is extremely 
high in proportion to the high-frequency resistance, which is 
the case in the GIBLIN-REMLER COIL, the circuit in 
which it is used may be made to have practically no resistance 
to signals on one particular wave length, and yet have a pro- 
gee | high resistance to signals on all other wave lengths. 

condition, which is always obtained in circuits using the 
GIBLIN-REMLER COIL results in a SHARPLY TUNED 
CIRCUIT, that is, one giving MAXIMUM SIGNAL 
STRENGTH on the desired wave length, with a MINI- 
MUM OF INTERFERENCE from signals on any other 
wave length. 


Write for price list and table of constants and complete information regarding these coils. 


Send 10c for new 40-page Remler Catalogue containing circuit diagrams for Remler Apparatus and 
other useful information, including a table of inductance, capacity and wave length. 


The Remler Technical Bureau is at your service. 


Address your problems to Dept. S. 


REMLER RADIO MANUFACTURING COMPANY 


a Factory and Home Office 
248 First Street, San Francisco, Cal. 


Eastern Sales Office 


154 W. Lake Street, Chicago, Ill. ‘ 
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All radio amateurs know the Naval 
Radio Station at Arlington. Here’s a 
view of the interior of the powerful sta- 
tion, showing some of the apparatus used 
to broadcast radio news. 





had to be exercised to keep the varn- 
ish off adjacent parts of fine instru- 
ments. They even tried strips of 
varnished cloth rolled into tubes, and 
while they had the desired “slip” it 
was found that the cemented seams 
just wouldn’t stay stuck. 

The solution came about 12 years 
ago in the introduction of “impreg- 
nated varnished tubing,’ made by 
slipping cotton sleeving over nickel 
plated rods, thoroughly saturating or 
impregnating the sleeving with insu- 
lating varnish and baking it for sev- 
eral hours. Diffent size rods are used 
to produce different size tubing, and 
colors aid in marking polarity and 
tracing out circuits. 

This dipping and baking process is 
repeated eight to ten times, until a 
wall of nearly a dozen layers of var- 
nish is built up around the cotton 
tube, giving a breakdown resistance of 
7,000 volts. 

After each coat of varnish is baked 
is rubbed down with rotten- 
stone and water. As it is important 
that any surface to be varnished 
should not be touched by hand, the 
girls who do the rubbing-down wear 
rubber gloves, 


on, it 


Various grades are manufactured 
which may be summarized as follows: 
“Impregnated Varnished Tubing” 
is the best grade obtainable, gives the 
highest electrical resistance under all 
conditions and is extremely durable. 


“Dipped” style varnished tubing 
gives good results when carefully 
handled, but cannot compare with the 
“Impregnated” style in continued 
flexibility and long life. 

‘Radio Tube” is efficient for low 
voltages, but its chief recommenda- 
tion is its extremely low price.” 

* * # 
Radio Bill Passes House 

The administration bill to regulate 
radio communication was passed by 
House of Representatives during the 
first week in February and early ac- 
tion by the Senate is-expected. Brief- 
ly, the bill provides that all opera- 
tors, transmitting stations be licensed 
All transmitting stations must be 
registered. A definite wave length 
will be assigned by the Secretary of 
Commerce to each, and the Secretary 
is to have broad authority to promul- 
gate rules and regulations. Govern- 
ment stations are excepted from the 
licensing feature but agree to conform 
to the regulations when engaged in 
transmitting other than government 
business. Aliens cannot operate trans- 
mitting stations. 

A section of the bill dealing with 
possible monopolies of the wireless 
business of the nation vests in the 
Secretary the power to refuse or re- 
voke licenses where a monopoly is 
threatened. 

* * * 

Criticizes Books on Radio 

Sarcastic comment on the lack of 
scientific knowledge and of originality 
displayed by authors of radio books 


is offered by Ralph Milne Farley in 
an article entitled “Have You Writ- 
ten Your Radio Book?” published in 
Radio Broadcast. The article, writ 
ten in a humorous vein, professes t. 
lay down principles by which any one. 
regardless of whether he understands 
the subject, can write as good a book 


about radio as many now on the mar 
ket. 


Mr. Farley suggests that the as 
piring radio author include in his book 
the statement that the waves caused 
by throwing a stone into a pond are 
called damped oscillations on account 
of the effect of the water, and that 
the illustrations consist of a lot of 
wiggly lines, the meaning of which 
must not be explained. 

* * *# 


San Francisco’s Radio Show 


The official radio and _ electrical 
exposition for American manufactur 
ers, jobbers, distributors and dealers 
is to be held April 8 to 8, inclusive, in 
the Exposition Auditorium, San Fran 
cisco, Calif. Representative com- 
panies in both the radio and elec- 
trical industries will display, sell and 
demonstrate their goods to thousands 
of visitors and potential buyers. 

This exposition is under the man- 
agement of the American Radio Expo 
sition Company of New York, which 
successfully staged the Radio Expo- 
sition at Grand Central Palace in 
New York City, December 21 to 30, 
1922. J. C. Johnson, 687 Mission 
street, San Francisco, is manager. 














You'll find these boys over at Twelfth and Harrison, Oakland, Calif., any time you 
happen to be in that immediate neighborhood. They represent the supply and service 
department of the Western Electric Co.’s branch in that city, and, left to right, they 


are: R. Prince, Ted Jenks, E. J. Welch, manager, and F. F. Branche. 
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New Radio Products, Illustrated 








The Radio Corp. of America, 2338 
Broadway, New York City, has placed 
on the market its “Model RA” short 
wave tuner. For radio enthusiastis who 
desire to experiment and incorporate 
various parts of their receiving equip- 
ment, the terminals are arranged so 
that either a crystal detector or a 
vacuum tube detector may be employed. 
A tuner as used in connection with the 
average antenna has a wave length of 
180 to 700 meters. 








A device designed to produce maxi- 
mum amplification and tone quality is 
the “Dayfan” audio transformer, manu- 
factured by the Dayton Fan & Mo- 
tor Co, Dayton, Ohio. Exhaustive 
tests “on the air” and in the laboratory 
have shown this transformer well 
adapted for the “WD-11” dry battery 
tube. 





By the proper use of the 
transformer manufactured 
by the Federal Telephone & 
Telegraph Co., 1788 Elm- 
wood avenue, Buffalo, N. Y., 
it is possible to receive sig- 
nals over a distance that 
would normally be far too 
great for reception with the 
most sensitive equipment of 
other types. 











An adjustable grid unit has been de- 
veloped by the Central Radio Labora- 
tories, Milwaukee, Wis., consisting of 
an adjustable. grid leak and a grid 
condenser, the latter being mounted be- 
tween the outer ends of the grid leak 
binding posts. The high resistance of 
the leak can be gradually and smoothly 
changed to any desired value between 
Y, and 4 megohms by turning the 
operating knob. Mounted on the bake- 
lite base is a fabric strip, the ends 
of which are connected to the binding 
posts shown in the accompanying illus- 
tration. 








A sturdy, enduring and accurate 
device is the “Duotrol” rheostat, de- 
veloped by the Malone-Lemmon Lab- 
oratories, 842 Madison avenue, New 
York City. It consists of a molded 
base of condensite with a heavy re- 
sistance winding firmly embedded in 
the base. Making contact with this 
resistor, is a phosphor bronze contact 
spring and a vernier wire clamps the 
base and provides an accurate control 
of filament temperature. 














The above illustration shows the 
“Model UV-712” amplifying trans- 
former recently placed on the mar- 


ket by the Radio Corp. of 
America, 283 Broadway, New 
York City. In radio amplifier units 
using this transformer, the insula- 
tion of all apparatus connected to 
the secondary should be as perfect 
as possible. 








Some remarkable results receiving on a loud speaker without an aerial 
have been obtained by the “Model C-1” receiving set placed on the market 
by the Moon Radio Corp., 12 Diagonal street, Long Island City, N. Y. A 
switch mounted on the panel allows an aerial to be used where one de- 
sires the reception of more distant stations. 
two stages of audio frequency amplification and is mounted in a highly 
polished solid mahogany cabinet with compartments for “B” batteries. 
Two variable condensers are used for very sharp and selective tuning and 
a vernier rheostat on the detector tube. 


It comprises a detector and 
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New Radio Products, Illustrated 











The Thresher Radio Corp., 476 
18th avenue, Newark, N. J., has 
placed on the market a vacuum- 
tube socket, the body of which 
is made of seamless brass tubing, 
heavily nickel-plated and _ pol- 
ished. The base is of bakelite 
dilecto, 1%, in. thick, while the 
contacts are made of bronze and 
are provided with large contact 
surface. A bayonet lock is pro- 
vided to prevent the tube from 
jarring loose after once being 
placed in position. The socket is 
neatly designed and well fin- 
ished. 





A loud speaker with horn 21 in. 
high, a 10.5-in. bell and a 7.5-in. base, 
provided with 5 ft. of cord and pin 
terminals, has been developed by the 
Roller-Smith Co., 289 Broadway, New 
York City. Two receiver units are 
permanently fastened in place, and the 
sound waves from each merge into a 
single tone chamber. A _ crystalline 
enamel finish has been given to the de- 
vice, 














Employing the compression princi- 
ple, the “Resist-o-Meter” manufac- 
tured by the Scholes Radio & Mfg. 
Corp., 82 West 18th street, New York 
City, is a new departure in filament 
rheostats, in that adjustments can be 
made without jumps or steps, There is 
no metal frame to produce induction, 
nor iron to create magnetic action. 








A rheostat for controlling the cur- 
rent to the filament of radio vacuum 
tubes has been developed by the Acme 
Electrical Mfg. Co., 508 East Water 
street, Milwaukee, called the “Acme- 
stat.” It is a compression type with 
a spiral spring for returning the par- 
ticles to their natural state when the 
compression is removed, and is de- 
signed to carry a current of three 
amperes. It can be furnished with an 
external snap switch which permits the 
current to be turned on or off instantly 
with vernier knob set at any desired 
current value. The manufacturer states 
that a straight-line curve of resistance 
is given by the use of the device, show- 
ing that steady, gradual increase can 
be obtained. 























A new amplifying transformer which 
is claimed to have a number of distinc- 
tive features has been brought out by 
the Pacent Electric Co. 150 Nassau 
street, New York City. A laminated 
core is used which is firmly clamped 
between heavy metal clamping plates, 
the secondary and primary windings 
being carefully impregnated to prevent 
moisture absorption. The “Audiform- 
er,” as it is called, gives maximum 
amplification with minimum distortion, 
the voltage amplification being particu- 
larly high. 
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A detector called the “Phono-Phane” 
has recently been developed by the 
Hutchison Radio Co. 842 Madison 
avenue, New York City, which is more 
sensitive than the average crystal and 
is not susceptible to either physical 
or electrical disturbances, It is ad- 
justed and cannot be disturbed even 
with the most violent treatment. The 
“Phono-Phane” can withstand heavy 
discharges of static which in no way 
affects the‘sensitivity of the device, It 
is encased in a heavy fibre tube with 
nickel plated brass ends. 





Especially designed for 
amateurs, and schools, is 
this complete detector- 
amplifier unit, recently 
reveloped by the Betts 
& Betts Corp., 685 West 
48rd street, New York 
City. In a space of 6 in. 
by 10 in., three sockets, 
two audio frequency 
transformers, three rheo- 
stats, potentiometer, and 
all necessary terminals 
are mounted. The com- 
pact construction reduces 
wiring to a minimum, 
thereby overcoming the 
usual local capacity ef- 
fects. The unit is fully 
wired and ready to con- 
nect with any hook-up. 
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PROGRESS 








ATURALLY, at this early stage, the Art of 
Radio Communication is not standing still. It 
is undergoing a normal evolution. 


The low-hung, straight line automobile of today 
is unlike its cart-like predecessor of twenty years 
ago, although the principle of locomotion remains 
the same. 


So, too, the design of Radio apparatus advances. 
Insulated panels and live shafts are supplanted by 
metal panels and completely insulated instruments 
—the obvious thing to do, making unnecessary the 
use of a shield. Unsightly, protruding knobs are re- 
placed by recessed dials and straight tuning bars, 
permitting fine adjusting without cramping the 
hand. The tap switch is removed entirely from the 
panel and becomes an integral part of the vario- 
coupler, being placed inside the rotor, thus elimi- 
nating all soldering of primary leads. 


It is significant that all these improvements have 


been developed in the Eisemann laboratories. 


Descriptive literature will be 
sent to dealers upon request 


EISEMANN MAGNETO CORPORATION 
William N. Shaw, President 
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$5.00 
Patent Applied For. 


“Honeycomb Tuners” will soon mark the 
difference between the old style short wave 
variocoupler-variometer receiving set and 
the newer more efficient all wave instru- 
ment. The chief reason is because of the 
inevitable necessity of changing the wave 
lengths now used for broadcasting due 
to the ever increasing interference between 
stations. When this is done it will be 
impossible to hear much that is going 
on with the ordinary set having a wave 
length range of 250 to 500 meters, whereas 
with the “Honeycomb Tuner” it is simply 
necessary to “plug in” larger coils. 
Furthermore, “Honeycombs” have always 
found much favor with the amateurs and 
are considered the most efficient form of 
inductance. Closer tuning, greater selec- 
greater range, no dead end loss, 
and ease of operation are some of their 
outstanding qualifications. 


tivity, 


The WIRELESS ELECTRIC Inside 
Mounting makes it possible to use 
“Honeycombs” to the greatest advantage. 
Mounting the coils inside the panel elimi- 
nates body effect without the necessity 
of shielding, besides adding considerably 
to the convenience and appearance of the 
set. A vernier adjustment is obtained by 
the slow moving cam, allowing positive 
and effective operation. The bearings are 
made adjustable so that any desired ten- 
sion on the dial may be obtained. A 
standard, three-inch, dial may be used. 

The type 2A mounting may be used as 
a single circuit tuner with “tickler”’ 
while the 3A provides a separate induc- 
tively coupled primary coil making what 
is commonly called a three circuit tuner. 


Sold through Jobbers Only 
Send for Circulars 


Wireless Electric Co. 
204 Stanwix St. Pittsburgh, Pa. 








Patent Applied For. 











| Fundamental Principles of Radio 


Communication 


By C. M. JANSKY, Jr. 


Assistant Professor of Electrical Engineering, University of Minnesota. 


[To handle the sale of radio equipment necessitates an understanding of the 
practical applications of the theory on which it operates. 


With that pur- 


pose in view, Tue Josser’s Satesman will publish a series of articles by 
Prof. Jansky, who is a recognized authority on the subject and who was a 
member of the U. S. Radio Conference Board. He has prepared these 
articles in a semi-technical style, so they can be easily read and digested 
by anyone having a knowledge of the underlying principles of electricity. 
Below is the fourth article, and it will be followed by others which take 
up in detail the theory of radio and history of radio development. | 


Radio Telephony.—The transmis- 
sion of radio telephone messages in- 
volves (1) the production and radia- 
tion of high-frequency power in the 
form of undamped waves, (2) the 
variation of the amplitude of the 
antenna current and consequently the 
radiated wave to correspond to the 
variations in amplitude of the sound 
wave striking a telephone transmit- 
ter. This variation of the amplitude 
of the radiated wave is called ‘‘modu- 
lation.” 

Fig. 11 shows a circuit for a low- 
power radio telephone transmitting 
station, making use of what is called 
the constant-current system of modu- 
lation. The action of the tube O is 
the same as that of the tube previously 
shown in Fig. 5. 
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Fig. 11. 


The plate current is now supplied 
through the large iron-core induct- 
ance coil Le. The inductance of this 
coil is at least one or two henries and 
it therefore offers very high im- 
pedance to audio frequencies. The 
modulator tube M also draws its plate 
current through this  imductance. 
Variation of the potential of the grid 
of the tube M caused by speaking 
into the telephone transmitter 7’ will 
in turn cause the plate current to M 


to vary in a corresponding manner. 
As the generator current is held con 
stant by Le an increase in the plate 
current to tube M means a decrease in 
plate current and power to the oscil 









Antenna Current 





Fig. 12. 


lator tube O and therefore to the 
high-frequency antenna circuits and 
vice-versa. Fig. 12 shows graphically 
the variation of antenna current which 
results if a sine wave is impressed 
upon the grid of the modulator. 
Curve (a) represents the wave form 
impressed upon the grid of tube M: 
curve (b) shows the variation of the 
antenna current which results. 

In the transmission of speech the 
wave form impressed upon the grid 
is very complex and if the radio tele- 
phone signals received at a distant 
point are to be free from distortion, 
the envelope of the antenna output 
must exactly correspond to the sound 
wave impressed upon the transmitter. 
For the transmission of ordinary 
speech, the transmitter and the radio 
telephone circuits must be capable of 
faithfully reproducing frequencies 
from about 200 to 2000 cycles per 
second. For the transmission of music. 
the upper limit is approximately 10. 
000 cycles. The power of the human 
voice is approximately a few mil- 
lionths of a watt, while the power de- 
livered to the antenna of a moderate 


powered radiophone station may be 
500 watts or more. 


When one con- 
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siders that for radio telephony this 
few millionths of a watt must. control 
the output of a device producing 500 
watts or more it is easy to see that 
the problems to be met in the design 
of radio telephone transmitting sets 
which will be free from distortion are 
much more complicated than would at 
first be supposed. Many of the as- 
sembled radio telephone transmitting 
sets in use today have not been de- 
signed with sufficient attention given 
to the elimination of distortion, with 
the result that the quality of music 
and speech received from such sta- 
tions leaves much to be desired. 


The reception of radio telephone 
signals does not involve any principles 
different from those discussed under 
the reception of damped waves. The 
receiving station operator, instead of 
hearing an audio-frequency note cor- 









responding to the spark frequency of | 


the transmitting station, will hear the 
variation in amplitude of the wave 
emitted from the radio telephone 
transmitting set. 
justed for the reception of con- 
tinuous-wave telegraph signals cannot 
be used unless the locally generated 
frequency is adjusted to exactly the 
same frequency as that generated by 
the transmitting station. It is diffi- 
cult to do this and a beat frequency 
corresponding to the difference of the 
two frequencies will always be heard. 


* * * 


fROST 


[No. 162-2000 
‘Ohm Set 


‘$5.00 | 





A receiving set ad- | 


Logical Radio Distribution Is | 


Through Electrical Channels 


Kenneth Gregg, manager of the | 


National Radio Chamber of Com- 
merce, at the Feb. 14 meeting of the 
Atlantic Division of the 
Supply Jobbers Association, an- 
swered the question, “What function 
in the radio industry is the electrical 
supply jobber to perform?” 

“When I came in charge of the 
National Radio Chamber 
merce,” said Mr. Gregg, “there ex- 
isted no comprehensive plan to co-or- 
dinate the activities of the various 
factions which go to make up the 
radio industry. But as our work de- 
veloped we found that the radio man- 
ufacturer alone was not sufficient to 
further the orderly development of 
radio, as there were a number of as- 
sociations, broadcasters, etc., but no 
common denominator to speak for ra- 
dio at Washington or elsewhere. So 


of Com- 


Electrical | 


— Member of the 
a Prospect for 
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Frost-Fones 
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OU know that Frost-Fones have won 

first place as America’s fastest selling 

headset through their high-quality, sweet, 

natural tone and right price. We are proud of 

their honestly won position of dominance in radio. 

Now, with the newest addition to the line of Frost- 

Radio it is possible for every member of the family 
to listen in with Frost-Fones due to the 


FROST JAC Box 


T’S a handsome oak box housing four jacks. 
Attached to any radio receiving set it quad- 
ruples the jack capacity—enables three pairs of 
fones and loud speaker to be used, or four pairs 
of fones may be used without loud speaker. Has 
Formica panels, felt base, nickel-plated metal 
parts. .Sold separately, or with cord and plug. 


Be sure to get an 
order for a supply 
of these new Frost 
Jac-Boxes from 
your customers. 





Order by Number from This Siatitiemenh 


No. 502 


Jac-Box and 10- 
inch cord for use 
with sets having 
binding posts. List 


$950 


No. 501 


Jac-Box complete 
with 10-inch cord 
and cord tip plug. 
List 


$300 


No. 503 


Jac-Box only. For 
those who wish to 
add own cord and 
plug. List 


$925 
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In this De Forest radio 
receiving set, three Du- 
bilier Micadons are used 
as @ shunt across the 
transformer and one Du- 
bilier Micadon as a grid- 
condenser. Dubilier Mica- 
dons are similarly used 
in other standard receiv- 
ing sets. 


“Why Dubilier Micadons 
are lovers in DeForest Sets 


| Spenser is all-important. Tube noises 
and distortion mar the reception of broadcast 
music and speech. To insure the best possible per- 
formance, to reduce noises and distortion, Dubilier 
Micadons are now the standard equipment of the 
highly esteemed De Forest radio receiving sets. 

In Dubilier Micadons, which are fixed receiving 
condensers, mica and metal foil are pressed together 
to form an integral unit. There can be no vibration 
of the elements; the capacity is absolutely perfect. 
For this reason De Forest and other well-known 
Sets equipped with Dubilier Micadons receive broad- 
casting stations so satisfactorily. 


Unless a radio receiver is fitted with Dubilier 
Micadons broadcast music and speech are not re- 
ceived at their best. 

Dubilier Micadons are made in many capacities. 
lhe list price of Dubilier Micadons varies from 30 
cents to $1.50 each, depending on the capacity. 


Send for descriptive circular. 
DUBILIER CONDENSER AND RADIO 
CORPORATION 
48-50 West Fourth St., New York 


BRANCH OFFICES 
San Francisco, Cal., 709 Atlanta, Ga., Forsyth Build- 









Mission St. ing. 

Washington, D. C., Munsey Seattle, Wash., 1926 L. C. 
Building. Smith Building. 

St. Louis, Mo., Syndicate Pittsburgh, Pa., 704 Granite 
Trust Building. Building. 

Chicago, IIl., 33 S. Clinton Los Angeles, Cal., 337 S. 
Street. Western Avenue. 





Huntington, W. Va., 1028 Fourth Avenue 


Distributed in Canada by General Electric Company, Ltd., 
oronto. 



















we came to the conclusion that ther 
was a big opportunity for organiza 
tion. 

“It is our hope to get all interested 
factors together, working in a central] 
ized organization, for every factor is 
needed. As an example of the need 
for unification, the city council of 
Chicago recently undertook to levy a 
tax of $3 a year on every owner of a 
radio receiving set. ‘This was only 
defeated by the wholesale protest of 
the radio public of the city. So or- 
ganization is needed to protect not 
only the interests of the radio public, 
but the radio industry.” 

Mr. Gregg believes that the logical 
channels of distribution of radio 
products is through electrical chan- 
nels, since electrical jobbers and 
dealers are best equipped by training 
to merchandise radio appliances. He 
quoted statistics prepared by the 
phonograph industry which show that 
there exists today a demand for 15,- 
000,000 radio receiving sets. 

In touching upon the function and 
purpose of the National Radio Cham- 
ber of Commerce, Mr. Gregg indi- 
cated that one of the most important 
things it has done was to establish a 
radio testing laboratory to test vari- 
ous makes of radio equipment and 
thereby weed out the incompetent, un- 
scrupulous manufacturer. 

When asked as to the future of 
broadcasting, he cited the case of 
Minneapolis, where the present 
broadcasters have announced that 
they cannot continue on the present 
basis. Consequently the radio public 
will be asked to support a competent 
broadcasting station, aided by civic 
organizations and others interested. 

Clarence Wheeler, president of the 
Wheeler-Green Electrical Supply Co., 
Rochester, N. Y., says this problem 
has been solved in broadcasting by 
the Eastman interests instituting 4 
broadcasting station, the musical fea- 
tures of which are supported by elec- 
trical jobbers and dealers of the city 
and the news features by the news- 


papers. 
* * # 
Co-operation Discussed at 
Cedar Convention 
The twenty-seventh annual meeting 
of the Northern White Cedar Associa- 
tion was held in Minneapolis, January 
30 and 31. A representative attend- 
ance was present. Co-operation to 
give pole users a more perfect product 
was the leading topic of the meeting. 
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Four Fundamentals for 
Success in Selling Lamps 
(Continued from page 12) 


a merchant has no business seek- 
ing business beyond his _ store. 
Hoary precedent says his place is 
eternally behind his counter. But 
why, in the name of common sense, 
should he not go out and snake in 
some business that would not other- 
wise come to him, if he can get it 
and does not neglect his store in do- 
ing it? If that is unethical, then let’s 
all be unethical! 

In the lighting business there are 
many fine sales opportunities which 
never walk into the dealer’s store. 
His mainstay is home lighting busi- 
ness and only 30 per cent of the total 
lighting market is represented by 
homes. What about the other 70 per 
cent? What about stores and fac- 
tories and public buildings and street 
lighting and electric signs? True, the 
jobber’s salesman gets some of it and 
the central station gets quite a slice. 
In the end, however, almost any lamp 
jobber would be glad to have a local 
lamp merchant who would actively 
canvass these local fields because the 
total business which would result 
would be much greater than that 
which his own direct salesmen can 
gather on their infrequent and hurried 
visits, 

For the lamp merchant who can 
and will put on his hat occasionally 
and go after the lamp and lighting 
business of local stores and factories 
and other markets there is bound to 
come a big sales inerease. Just a few 
yearly contracts with stores and fac- 
tories for lamps are sufficient to boost 
his lamp business to a basis where 
he is entitled to a wider margin of 
compensation or a better discount. 


It must be admitted that there are 
many~ lamp and lighting dealers 
whose conditions do not permit of 
personal selling outside the store. 
The one man organization where the 
proprietor is floor salesman, book- 
keeper and stock clerk, all in one is 
compelled to pass up the idea of go- 
ing outside the store to sell. But with- 
out actually going outside of his 
store in person, there are many ways 
in which the merchant can widen his 
market and attract new trade. The 
telephone is one means. Hiring high- 


school or college students to ring door | 

















Completes any RADIO 
RECEIVING SET~ 


The Magnavox Power 
Amplifier and Magnavox 
Reproducer Supreme 


(as illustrated above) 


Send for our publication, The 
Magnavox, which contains much 
selling help for all radio dealers. 
You will find it interesting and 
valuable to you in your work. 


The Magnavox Company, Oakland, California 
New York: 370 Seventh Avenue 


IAGNAV OX 
Radio 
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IT PAYS TO HANDLE 
“UNITED’’ RADIO INSTRUMENTS 


a © They “make 


j (GS 









good” every- 
where and 
all the time. 
Set owners 
have learned 
that. 
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“UNITED” VARIABLE CONDENSERS and 
U 


7 AUDIO TRANSFORMERS 
COM I NG give uniformly good results, stay on the job, have 


no cranky moods and offer the biggest dollar’s- 


A New “UNITED” worth for every dollar of their cost. 


“UNITED” CONDENSERS 













Variable Condenser | 43 plate $4.00  § plate. $2.50 
H 4 23 plate........ mE © » BO ee ‘ 
with Improved Vernier 11 2 RS AERIS. 3.00 without dial or knob. 






“UNITED” TRANSFORMER 
Audio-Frequency, amplifies detected signals won- 





Get your name on our free 











mailing list for bulletin which | gerry. Magnetically shielded. Ratio, 5 to 1 
will be sent as soon as it leaves List Price 
hp: printers. “UNITED” NATIONAL ADVERTISING 








‘ Everybody about our great tells the public to go to your store for “United” 
$800,000 plant is “wild” about Instruments. Don’t disappoint anybody. 
our new Vernier Variable Con- Send for circular and discounts. 


densef. You will be too, when 


you see it perform. And so will United Mfg. & Distributing Co., 


your customers, 
536 Lake Shore Drive, Chicago, Illinois 























































Here’s a Pair of Winners 





The Wimco Condenser 


The Carco Coupler 


Made to meet a demand for quality Just the thing for the popular re- 

—highest efficiency, 3 plate, 23 ceiving set. Bakelite tube and 

plate and 43 plate sizes. rotor. Silk covered wire, perfect 
contacts. 


We invite Dealer and Jobber Inquiries. 
Send for literature and prices on Wimco socket for W D 11 tubes. 


The Wireless Mfg. Co., Canton, O. 


Manufacturers—Distributors 
























bells and take lamp orders is another. 
Local advertising by mail, in tly 
newspapers or in motion picture th: 
aters is still another. He can oper 
ate an occasional prize contest using 
his window and local advertising tv 
arouse interest. 


The four fundamentals of success 
ful lamp selling are so simple and 
so easy to remember and understand 
that the jobber’s salesman, no matter 
how busy he may be or how loaded 
with other duties, should be able 
promptly to get them well in mind 
and pass them on to his lamp and 
lighting retailers. Action on the dea! 
er’s part on these four things is ex- 
tremely easy to check up. The job 
ber’s salesman should be able to tell 
after a few minutes in the dealer's 
store and after brief conversation 
whether the dealer is doing these four 
things well and, if not, wherein his 
weakness lies. 


If you want to increase your sales, 
here are the four main steps. Get 
your dealers to take them, a step at 
a time, and the sales increase of your 
dreams will become an accomplished 


fact. 
* # +* 


Broun and Walker of Wetmore- 


Savage Promoted 


R. G. Broun who has been with the 
Wetmore-Savage Co. Boston, Mass., 
for a number of years as general 
salesman was recently appointed 
manager of their appliance depart- 
ment. C, C. Walker, formerly work- 
ing out of the Springfield, Mass. 
branch, has been transferred to the 
main office of the company at 76 Pearl 
street and will travel out of Boston 
for the lamp department. 

* * * 


Hawks With Wheeler Reflector 
Company 

Robert A. Hawks, formerly in the 
sales department of McKenney & 
Waterbury, Inc., Boston, recently re- 
signed to accept a position on the sales 
force of the Wheeler Reflector Co., 156 
Pearl street, Boston. 

* * # 


Joins E. S. & E. Company 


Dan W. Mans, formerly Buffalo 
representative for the Incandescent 
Products Co., Arlington, N. J., has 
joined the sales force of the Buffalo 
branch of the Electrical Supply & 
Equipment Co. 
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The Season’s Best Seller inum wringer frame, the new type 


(Continued from page 10) 


called again at the store, and as it 
was early, there were but few custo- 
mers. He greeted Martin, Scott and 
Myers, calling each by name and 
brought up the subject of washing 
machines, again explaining of 
the advantages of his product. He 
had the men interested as he could 
see plainly, but still he made no men- 
tion of his plan to place the machines 


some 


in the store. 

Harrington was overjoyed to find 
the washers at the hotel on his re- 
turn and proceeded to get them un- 
packed and personally polished every 
part, tuned them up, connected the 
cords to-a nearby lamp socket and 
satisfied himself that everything was 
in first-class shape. By that time it 
was late afternoon so he washed up 
and went again to the store when he 
had an opportunity to let the three 
salesmen in on his plan and asked for 
their co-operation which was readily 
granted as they had now become very 
much interested and had- grown to 
like Harrington. 

Early the next morning the wash- 
ing machines were carted to the store 
where the three salesmen had a prom- 
inent place ready for them and it was 
the work of but a few minutes to place 
them. Harrington casually inspected 
them and began to take them apart. 
Martin, Scott and Myers were watch- 
ing and began to ask questions which 
Harrington answered in detail. He 
called especial attention to the alum- 


of safety release and to the pressure 
and suction in the vacuum cups. He 
picked up each part as he talked and 
remarks sink in. ‘Another 
feature,’ he said, “is the copper tub, 
tin lined. It will last a generation 
and there is no danger of it rusting. 
Harrington had noticed Stacey 
standing nearby apparently much in- 
terested but paid no attention to him 
and continued with the demonstration. 
“Another thing that I want to call 
your attention to,” continued Har- 
rington, “is that all of the mechanism 
is under the tub and the 
entirely enclosed and noiseless. 
have been objections raised to wash- 
he continued, 
which is that the clothes of the oper- 
ator are liable to be caught and that 


let his 


gears are 
There 


ing machines,” “one of 





it is also dangerous for children to be | 


You 
can see that with these machines there 
is absolutely no danger to anybody. 
It is not even possible to receive an 
electric shock. The motor is entirely 
enclosed and the cord is heavily in- 
sulated.” Harrington then connected 
up one of the machines and started 
it, to show how noiseless the 
tion was. 

Stacey stepped nearer and with a 
smile said: “Guess I’ll have to hire 
you, Harrington. You can certainly 
put up a sales talk but it won’t do 
you any good as far as these machines 
are concerned.” 

“Oh, all right,,” 


ton, 


near them when in operation. 


opera- 


replied Harring- 
good naturedly, “I’ll take a 
chance and it doesn’t cost you any- 
thing.” , 

















Here is Carl Dunklee, well known as appliance specialist for the Western Electric 


Co., Pittsburgh, in his new pride and joy, all set for a spin over the hills of Pitts- 
burgh. Carl says his “coop” can do anything but fly, and he thinks that he’ll soon 


have it trained to do that. 





—— 
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MILWAUKEE WISCONSIN 
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One of Your Customers 


Telephone companies have long been the stamping grounds for 
many jobbers’ salesmen. But how many of them sell the tele- 
phone companies everything they need. How many have ever 
gotten into the operating room and Noticed the Lighting Equip- 
ment? It may be harsh and glaring or woefully insufficient and 
if either, no one can expect even the most efficient operator, 
working at high speed, to be perfect. Isn't the blame partly 
yours? Isn't it a part of your job to recommend and sell ade- 
quate glareless lighting? 























The operator must work rapidly and accurately and hence if in- 
adequate lighting prevails fatigue follows. She needs soft, white, 
evenly distributed light, free from glare and harsh shadows, and 
of sufficient intensity that every number before her is readily 
visible. Denzar will give her this kind of lighting and help her to 
gain speed with accuracy. , 


The operators of the La Crosse (Wis.) Telephone Company 
work under adequate lighting furnished by nine No. | and eight 
Junior Denzars which the Electric Supply Company of 
La Crosse installed. 


Visit the operating rooms of the telephone offices 
you call on and Notice the Lighting Equipment. 
They too, may need Denzars. 


Beardslee Chandelier Mfg. Co. 


218 S. Jefferson St. Chicago, Ill. 
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As Stacey walked away Martin 
burst out: “Say Mr. Harrington 
you've certainly got him going, or 
coming, I should say. I’ve been here 
for five years and I have never sei) 
him take so much interest, 

“Hope so, Martin,” replied Har 
rington, “and now I guess it is time 
for you boys to get at your own work. 
so I'll see you again tomorrow.” 

The next day the overhauling of 
the machines was repeated and as a 
number of customers gathered around, 
Harrington again went through his 
demonstration. Several customers 
asked questions about prices, the cost 
of operation and other details. 

“Got them going all ready,” said 
Harrington to himself. 

During a lull in trade he got al! 
of the salesmen possible around him 
and instructed them to fire questions 
at him and make as many criticisms 
as possible. 

“Now boys,” said Harrington, ‘I’ve 
got to be away for a few days and if 
anybody seems interested I guess you 
have a pretty good idea of the ma- 
chines. So long, I'll see you again 
next Monday.” 

It was Wednesday and Harrington 
had four days in which to await de- 
velopments. He knew that he had 
made a distinct hit with Martin, Scott 
and Myers and that they were his 
friends. He was confident that the 
machines would be sold, but how to 
kill time was a problem. The next 
four days were the longest Harring- 
ton ever experienced. 

On Monday morning he could hard- 
ly wait to finish breakfast and started 
for the store early. He went at once 
to the department where his machines 
had been displayed and much to his 
delight they were gone. Suppressing 
his high spirits with difficulty he went 
to Stacey’s office and with an outward 
appearance of indignation demanded 
to know why his washing machines 
had been sold. ‘You know,” said 
Harrington, that I made it a strict 
condition that the machines were not 
to be sold.” 

“Oh, quit your kiddin”, was Stacey s 
answer. Those blasted salesmen 
friends of your downstairs sold bot! 
of the machines the day after you lett 
and they have hounded the life out 
of me to get some more. Get out 
your order book and put us down for 
a carload, ten to be sent by express. 
And let me add that without a dou)t 
you're the season’s best seller.” 
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APEX-ROTAREX 
MONTHLY SALES LETTER 


MARCH, 1923 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: Are You Kidding Yourself? 


To All Jobber’s Salesmen: 


No wholesale salesman ever makes any bigger mistake than he who gets the idea that a 
knowledge of the goods he is selling, their quality and the processes of their manufacture, 
is all he needs in order to sell them. Such fellows are kidding themselves. 


Before he is properly prepared to sell to the trade the wholesale salesman must know how 
to sell to the consumer. By close study, by first hand investigation and by actual practice 
of retail selling he must make himself intimately familiar with the user of his goods, his needs 
and the service the goods are to render. 


But if you think that this information is to be obtained simply by waiting upon and even 
making a sale to a woman who enters a store, you are all wrong. 


Literally hundreds of wholesale salesmen distributing suction cleaners, washing machines 
and home ironers have yet to grasp the fact that what women buy when they spend their 
money for these electrical housekeeping appliances is not the metal and bolts and wire 
that go into their manufacture, not the high-grade mechanical skill and engineering knowl- 
edge represented in their construction, nor even the release from drudgery that they bring 
to owners—no, not even the hours of time they save BUT THE OPPORTUNITIES 
THEY AFFORD WIVES AND MOTHERS TO GET MORE OUT OF LIFE. 


To talk with a housekeeper in her home is to learn how eagerly, yet hopelessly she yearns 
for the chance to get out of her home oftener—to visit friends and relatives, to attend a 
concert or matinee, to take a more active part in church work, to ramble through the 
stores or merely to stroll in the open air and sunshine is to get a new conception of the dig- 
nity of the business you are engaged in. Other thousands would be happy if they could only 
find more time to give to their children, to play with, study and train their little ones, or to listen 
to, advise and counsel older ones. 


This, then—these opportunities that realize the dreams of thousands of housewives—is, in 
the final analysis what you have to sell. 


Let me repeat that to multiply your ability and your earnings as a wholesale salesman you 
have only to learn retail door-to-door selling. Borrow a cleaner, wherever you are today, 
and GET SOME PRACTICE. Then give your dealers the benefit of what you learn by such 
actual experience. 
Helpfully yours, 
THE APEX ELECTRICAL DISTRIBUTING CO. 


R. J. Strittmatter: K. Sales Manager. 



























































‘Take Home a Package of Fuses’’ 


Are your dealers suggesting this to their customers? They should. 


Experience has shown four fuses to be the convenient package and twenty-five 
cents the popular price. At this price the user will buy several packages; obtain- 
ing all the required capacities without needless expense. 


The Clearsite retail package has added advantages to the dealer; it reduces stock 
handling costs and eliminates all expense for wrapping. Direct from shelf to cus- 
tomer at a cost of about one half cent for packaging—cheaper than the dealer 
can wrap up four loose fuses—this Clearsite four-package gives greater speed 
and economy in sales transactions. 





Here are ten concise, convincing arguments to give your dealers: 


1—Easily inspected. Capacity plainly visible. 

2—Small, strong, clear window permanently at- 
tached. 

3—Link melts immediately under the window. 

4—Economy “Drop Out” Link used exclusively. 

5—Insulation cap has fluted grip. 

6—Screw shell is securely fastened. 

7—Breakage eliminated in handling or use. 

8—Lighter weight minimizes freight costs. 

9—Priced right to dealer and customer. 

10—Packed in usual standard carton quantities and in 

attractively colored retail packages. 


Ask your dealers to write for details of our consumers’ retail package 
and merchandising plan; also counter display stands. 


Economy Fuse & Mfg. Co., Chicago, U. S. A. 


SALES OFFICES IN PRINCIPAL CITIES 
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DECORATIVE LIGHTING 
FITMENTS 








Merchandise 
plus Merchandising 


That is the Riddle idea—not only high- 
grade, saleable merchandise at the 
right price, but also real merchandising 
that gets behind the goods and helps the 
dealer move them quickly at a profit. If 
you haven’t the full details of the Riddle 
merchandising for 1923—now in full op- 
eration—write at once. You will find it, 
we feel sure, the most interesting in your 
experience. 

Two new numbers from the Riddle Feature 
Fitment line are shown herewith—a four- 
candle ceiling piece and two-candle wall 
bracket. 


ine 


Booklet showing entire Fea- 
ture Fitment line in full 
colors sent on request. 


The Edward N. Riddle Company 
12 Riddle Bldg., Toledo, Ohio 


Chair lamp at right, No. 625, with shade, $35 
Table lamp, at left, No. 649, with shade, $35 
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Bigger Fan Profits This Year 


other valuable Dealers’ Selling Helps. Dayton Fans are well known and your 
Dealers have been selling Day-Fan Radio apparatus. There is a liberal discount 
for both Jobber and Dealer. 


Ask for your copy of 
Pro-FAN-ity 
and 
Push Your Fan Sales 





The Dayton Fan & Motor Co. 
Factory & General Offices 
Dayton, Ohio 
Established 1889 








OUR Dealers can make a bigger profit this year if you help them push 
their fan business and standardize on Dayton Fans. 

There are 102 different Dayton Fans and each one is easy to sell. 

There is a unique window display for Dayton Fans this year and many 


@ 


DAYTON MOTORS DAY-FAN RADIO 
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Joint Committee For Business 
Development Getting Results 


At a meeting of the executive 
committee of the Joint Committee 
for Business Development held on 
Feb. 15 at the headquarters of the 
National Electric Light Association, 
New York, it was announced that 
requests had been received from 
nearly 80 cities asking assistance in 
the formation of local leagues or 
clubs. The Society for Electrical 
Development has been requested to 
follow up these requests and will 
send men into the various cities to 
co-operate with the local electrical 
men, 

Chairman Lloyd announced that 
the Illuminating Engineering Soci- 
ety, at the suggestion of the Joint 
Committee, had arranged with the 
Armour Institute, Chicago, for a se- 
ries of lectures on illumination de- 
signed for architects. Ward Harri- 
son, president of the Illuminating 
Engineering Society, interested the 
Armour Institute the 
matter, and at the present time close 
to 50 architects are taking the course. 


authorities in 


The contact committee of the New 
England Division of the N. E. L. 
A., of which F. S. Price is chair- 
man, has sent a series of letters to 
manufacturers, jobbers, contractors 
and dealers in all the cities and 
of New England which have 
electric service, urging the local in- 
terests to get together and form a 


towns 


committee or club to follow up in- 
tensively local activities. 

President Frank W. Smith of the 
National Electric Light Association 
has sent a letter to all member com- 
pany executives urging them to take 
a leading part in the activities of the 
Joint Committee, and to name their 
representatives as correspondents of 
the Joint Committee for the central 
stations, to work with the men se- 
lected by the jobbers and electragists. 

William L. Goodwin of The So- 
ciety for Electrical Development re- 
ported that the Society’s first mono- 
graph, “Building Residence Lighting 
Business,” would be completed about 
the middle of March. ‘“‘Useful In- 
formation for Architects and Build- 
ers,” he said, will be ready in April, 
and others of a series of booklets 
dealing with various subjects being 
urged for closer application by the 
Joint Committee are being prepared. 
These various booklets include ‘“Cus- 
tomers vs. Population,’ “Advertising 
Service for Electric Homes,” and “Or- 
ganizing and Conducting an Electric 
League.” 

It was decided to standardize the 
size of booklets issued by the Joint 
Conimittee. Most of them will be 
six inches by nine inches, with eight 
and one-half inches by eleven inches 
as an alternate size if the subject 
matter warrants a larger size page. 

The following members of the ex- 
ecutive committee attended the meet- 
ing: Chairman E. W. Lloyd, A. K. 























This live bunch of “go-getters” is the retail sales force of the Interstate Electric 
Co., New Orleans, organized sometime ago by O. D. Carrico to promote the sale of 
Apex-Rotarex appliances. Mr. Carrico is to be seen third from the left in the rear 
tow, and his trusty lieutenant, J. J. Settle, is fourth from the left. 
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Electric 
Curling Iron 
€?@ Waver-Rod 














Show It-- 
And Take The Orders! 


You fellows on the fir- 
ing line get this one vital 
truth—Wavette, Electric 
Curling Iron and Waver 
Rod is the fastest sell- 
ing electric curler ever 
made. We'll give you 
the names of stores and 
jobbers and figures to 
prove it! 


The reason: Wavette list- 
ing at $3.00 (the reduced 
price) and new Wavette Jr. 
at $2.75 are the only quality 
irons at anywhere near the 
price! By quality we mean 
guaranteed heating element, 
handsome appearance, and 
detachable plug in handle! 


To be sold it need 
only be shown! Its 
quick _ turnover 
qualities mean easy 
sales and many re- 
peats ! 





Your House 
should have Wav- 
ette and Wavette 
Jr.! 


Details 


Wavette, with % in. rod, 
lists at $3.00 and the new 
Wavette Jr. with $e in. 
rod, at $2.75, have de- 
tachable plug in handle, 
guaranteed heating ele- 
ment, highly nickel plated 


finish; black  ebonized 
handle and wire guard 
on cord. 


FRANK E.WOLCOIT MFG -CO- 


HARTFORD e coNNEcyycur 
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WHEREVER 


there is a show 
window or— 

an electric sign 
to be illuminated 
— if a storage 
battery is to be 
recharged, 

when street lights 
or a burglar alarm 
system is to be 
controlled 














SELL 
YOUR CUSTOMER 


HARTFORD 





You can give him a 
Hartford 

in just the right type 
and capacity which 
will be the best 
automatic time switch 
he can possibly get 
for his purpose. 
Positively— 

The new Hartford 
Price List provides 
good profit for 

you! 
















HARTFORD 
TIME SWITCH CO. 

A. HALL BERRY 

General Sales Agent 

71-73 Murray St., New York, N.Y. 
U.S. A. 











Baylor, Joseph F. Becker, A. A. 
Brown, Albert Wahle, representing 
F. R. Farmer; M. T. Gleason, Wil- 
liam L. Goodwin, C. K. Nichols, 
James R. Strong, E. L. Callahan, 
representing P. B. Zimmerman; 
H. H. Holding, Charles R. Skinner, 
Jr., Director Lane and Harry J. 
Walsh, assistant to the director. 
Others present were Frank E. Watts, 
E. E. Whitehorne, Louis D. Gibbs, 
S. E. Doane, Farquson Johnson, A. 
Jackson Marshall and J. S. Roche. 
* * * 
Death of Roentgen 

Wilhelm Konrad Réntgen, famous 
discoverer of X-rays died at his home 
in Munich, Germany, Feb. 10, at the 
age of 71 years. Dr. Roéntgen was 
50 years old when he made the dis- 
covery in 1895. He is credited with 
the discovery because he recognized 
Others liad pro- 
duced these rays by discharging elec- 
tricity through vacuum tubes in study- 
ing the action of electricity on gases, 
but before him they were never aware 
of the existence of the rays. 


the phenomenon. 








alt se Ar? ants Mee 


The day was a little dark and dreary or 
else this would be a better likeness of the 
genial J. B. Page, who is now and has 
been for a good many years a “knight of 
the grip” for the F. C. Teal Co., Detroit. 
We apologize, but you can’t order weather 
like you can electrical supplies. 





Wesco Success With Sample 
Cars 


J. L. Buchanan, president of the 
Wesco Supply Co., St. Louis, Mo. 
reports some interesting facts con 





Wesco Sample Car 


cerning a number of sample cars that 
they have used during the past nine 
months. 

The cars are standard Ford coupes 
equipped with Hassler shock ab- 
sorbers and supplied with a special 
construction in the back. Addition 
of the sample space is done in a man- 
ner which makes it unnecessary to cut 
into the chassis, and should it be de- 
sirable at any time to throw away 
this special construction the car has 
been in no manner mutilated or in 
jured for other purposes. 

The first car, which carried sam 
ples of general merchandise, included 
new numbers of Hotpoint and light 
ing fixture lines, together with new 
wiring device safety switch samples. 
etc. This car went into service in 
July and traveled throughout the 
summer and fall in central Illinois 
and northern Missouri. 

It attracted favorable 
from practically all buyers in the 
smaller communities as it made their 
buying problems more simple by hav- 
ing the new goods in front of them 
to choose from. 

Car No. 2 went into service in Oc 
tober and carries all sorts of com 
mercial and ornamental lighting fix- 
tures for lighting display. This car 
is in charge of the lighting engineer 
and it has proven exceedingly useful 
to contractors and to large central 
station concerns. 

Car No. 8 also went into service 
about the same time and is equipped 
entirely with radio. This car /ias 
also covered a great amount of terri 
tory in the hands of the chief sales 
agent. 


comment 
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Is Credit Too Cheap? 


(Continued from page 14) 


cause compelled to pay, is not much 
of a loss; if he would realize that it 
is more honorable and more business- 
like, and should be less embarrassing, 
to require payment of past due ac- 
counts than to continue riding the 
jobber—we would see far less failures 
and an infinitely higher credit stand- 
ing among the contractors. 

We will not witness this, however, 
so long as every electrical jobber’s 
credit department encourages laxity 
of payment by its customers, and so 
long as we permit contractors and 
salesman to play us one against the 
other through our own unreasonable 
fear of letting the other fellow get 
the business. How any times have 
we seen John Smith’s name listed in 
the Electrical Credit Association with 
the notation that this is the fourteenth 
time. Think of it! John Smith has 
bulldozed his way onto the books of 
thirteen separate and distinct jobbers 
after being reported as a delinquent 
debtor. The fourteenth jobber has 
been hooked after thirteen successive 
warnings, Certainly thirteen was un- 
lucky for him, and just as certainly 
he deserved what happened. 

If I have intelligently conveyed to 
you what I have in mind, two out- 
standing thoughts will be impressed 
upon you. 

(1) That nothing so quickly im- 
pairs the aggressiveness, the business 
integrity and the solvency of a con- 
tractor as the too liberal granting of 
credit. 

(2) That the eagerness of the 
salesman, imparted to the credit de- 
partment via the salesmanager, en- 
ables the dishonest or unthinking 
customer to play one jobber against 
another and pile up total obligations 
absurdly out of proportion to what 
his assets justify. 

And the moral of all this is to 
abandon the old-time policy of let- 
ting the salesman teach the customer 
all he knows about business and about 
the house he is dealing with. Let 
the credit department also, become 
acquainted with the dealer and show 
him that buying and selling do not 
constitute the whole thing, that with 
little concerns, as well as great ones, 
financing plays an important part, 
and that only the dealer who knows 
how to finance as well as to buy and 
sell, can hope to be finally successful. 
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NICKEL 


PLATED COMPLETE 


$450 





With Cord and Plug Complete 


A GOOD TOASTER AT A LOW PRICE 


Send for Catalogue and Discounts 
REDTOP ELECTRIC CO., Inc., 8 West 19th Street, New York 














Where’s Your 
Profit Going? 


Perhaps it’s being eaten up by too high overhead, 
slow collections and slow turnover. 

If so, you can easily stop those losses and get the 
profit that is due you. You need only a few simple 
figure facts daily—and the Burroughs Simplified Ac- 
counting Plan shows you the easiest and simplest way 
to get those. The cost is trivial compared with the value 
of the figures. 


Ask the Burroughs salesman in your city to explain 
the Burroughs Simplified Accounting Plan. 


Burroughs Adding Machine Co. 
Detroit : Michigan 
OFFICES IN LEADING CITIES 
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THE RECENT prize contests carried 
out by the Manhattan Electrical 
Supply Co., Inc., New York City, 
have terminated and the winners an- 
nounced. There were three separate 
contests which aroused widespread 
interest in three different directions, 
and the results were very gratifying 
to the company. Following are the 
winners: 


Prize Letter Contest for Jobbers’ 
Salesmen:—First prize, W. T. Teefey, 
city salesman, Richards and Conover 
Hardware Co., 433 So. Benton street, 
Kansas City, Mo.; second prize, 
Chas. A. Byers, salesman, The Faeth 
Co., 1422 Appleton street, Parsons, 
Kans.; third prize, Harry H. Gold- 
stein, salesman, Lowe Motor Supply 
Co., 756 Garden Street, Hartford, 
Conn. 


Prize Window Display Contest for 
Dealers :—First prize, Louis D. Rubin 
Electrical Co., 3845 King street, 
Charleston, S. C.; second prize, Geo. 
A. Myers & Co., Inc., 61-68 Wash- 
ington street, Paterson, N. J.; third 
prize, Busch Hardware Co., 5745 W. 
Division street, Chicago, Ill., and the 
H. L. Miller Co., Pasadena, Calif. 
(adjudged of equal merit). 


_ Finish the Sentence Contest for 
the Public:—First prize, “Thirty 


Years of Experience Are Back of Its 
Seal”, Louis Peine, 1506 Rosalie 
avenue, Houston, Tex.; second prize, 
“It Retains Nature’s Energy Under 
Seal”, Ralph E. Turner, 34 Dwyer 
Circle, Medford, Mass.; third prize, 
“Red Seal Outside Means More 
Energy Inside’, W. E. Long, 408 W. 
4th street, Sterling, III. 

* * * 

Tue AppLeton Rvupser Co., of 
Boston, Mass., have appointed the 
following agents to handle their line 
of tapes in their respective territories: 
Block Carrier, 220 Broadway, New 
York City; W. A. Carson, 203 Gar- 
field Building, Detroit, Mich; James 
R. Gleason, 570 Monroe Street, Chi- 
cago, Ill.; Griffiths &-Groze, Mar- 
shall Building, Cleveland, Ohio; Robt. 
C. Tillotson & Co., Los Angeles, 
Calif.; C. R. Dederick, Portland, 
Ore..; H. M. Thomas Co., Oakland, 
Calif. 

* * * 

C. C. Sistey has been appointed 
district sales manager of the Ameri- 
can Wiremold Co., Hartford, Conn., 
with headquarters at 27 East 10th 
street, New York City. Mr. Sibley 
will handle the company’s business in 
northern New Jersey and the lower 
Hudson Valley in addition to the 
metropolitan area. 





ArtHuR W._ BeErRREsFORD, vice- 
president of the Cutler-Hammer Mfg. 
Co., for more than 15 years, has re- 
signed his office owning to a need that 
he feels for rest from business pur- 
suits. He has long been a prominent 
figure in the electrical industry, not 
only as one of the chief executives ot 
the company which he has served for 
22 years, but also as an active par- 
taker in association affairs. Succeed 
ing Mr. Beresford, B. L. Worden has 
been elected director and vice-presi- 
dent. He was formerly president and 
general manager of the Beaver Board 
companies, also organizer and _ presi- 
dent of the Worden-Allen Co., of Mil- 
waukee, and the Lackawanna Bridge 
Co., of Buffalo, which interests he re 
cently disposed of. 


2s 2? -® 


Berts & Berts Corp., New York, N. 
Y., announce that its Middle Western 
territory consisting of western Penn- 
sylvania, Ohio, Michigan, eastern In- 
diana, northern Kentucky and West 
Virginia is being covered by William 
J. Gannan formerly of the Post Elec- 
tric Co., New York, N. Y. H. C. 
Klug who had recently been appointed 
to this territory unfortunately found it 
necessary to resign due to illness in his 
family. 











L. H. Hamilton 





, a 
4 
Wi 
‘ 
? 


om 5 
> 


i fw, 


xs 








C. H. Beach 





L. H. Hamilton and C. H. Beach are respectively president 
and vice-president of the Wisconsin Electric Co., at Racine, 
Wis. Formerly they controlled the Hamilton-Beach Mfg. Co., 
of the same city, and today, even, many who meet these gentle- 
men retain the impression that they are still identified with 
the latter company, which is not the case. The Wisconsin 
Electric Co.’s plant, here shown, is the home of the well-known 
Dumore products—fractional horsepower motors, portable 





electric drills, portable grinders, jewelers’ lathes and dental 
engines, vacuum cleaning apparatus, hair dryers and other 
labor-saving devices. Particularly in the direction of small 
motors and grinding equipment, this company has a policy 
which not only protects the electrical supply jobber in his 
field, but is intelligently co-operative to help him secure an 
attractive volume of business on what is practically shelf mer- 
chandise with a large amount of national publicity back of it. 
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Manufacturer vs. Jobber 


M. Magnus Manheim’s Views on Jobber Co-operation 
By INTERVIEWER 


A great many manufacturers give 
whole-souled support to their jobber- 
distributors. Supportof that na- 
ture, while it is the only road for 
100 per cent success with jobber dis- 
tribution, is not talked about enough 
as a rule, for the benefit of other 
manufacturers who give only a meager 
support or none at all. 

It was understood that Mr. Man- 
heim, who is president of the Mag- 
nus Electric Co., Inc., of New York, 
is credited with holding very definite 
views along the lines of the relation- 
ship of the manufacturer to the job- 
ber and his salesmen. An interview 
was requested to discuss this subject, 
and when granted, “Interviewer” 
came upon him in the act of washing 
hig hands after inspecting some 
machinery. 

When the subject had been an- 
nounced the first words spoken by 
Mr. Manheim were in the form of a 
question: “Do you see a simile in 
in what I am doing and the purpose 
of your visit? You will notice that 
one hand washes the other. That 
is my answer to your question on 
the relationship of the manufacturer 
to the jobber.” 

As a further indication of his at- 
titude regarding the jobber, Mr. 
Manheim requested us to open the 
top left hand drawer of his desk and 


take therefrom a letter from San 
Francisco, written in long hand, to 
which was attached some 20 sheets 
containing a list of names, represent- 
ing some 3800 dealers. These his 
Pacific Coast representative had called 
on recently, securing over 230 orders, 
which were all turned over by the 
representative, direct to jobbers or 
their salesmen for execution and bill- 
ing. 

“You understand, of course,’ said 
Mr. Manheim, “that our Pacific Coast 
man does this to stimulate the sale 
of ‘Magnus’ Products, and at the 
same time he is working for the 
‘Good of the Service’ and carrying 
out our policy of standing squarely 
back of the jobber and his salesmen.” 
putting the question to 
whether or not this missionary work 
did not deprive the jobbers salesman 
of the opportunity of securing orders 
for his house, and participating in 
the commissions, where such arrange- 
ments exist, Mr. Manheim explained 
that this missionary work is being 
done with the permission and full 
consent of the jobbers. It is also 
welcomed by the jobbers salesmen, as 
the manufacturer’s representatives 
make it a point, and are under in- 
structions to make these visits to the 


In as 


dealers, in company with the jobbers 
salesmen, whenever possible. 
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A few months ago we published a photo of “Chick” Wiltbank, sales representative 
for the Bryant Electric Co. in the East, showing him gazing fondly at a big shipment 


of switches he had sold to one of the jobbers in his territory. 


Not to be outdone, 


along comes Clyde W. Foster, city salesman, Chicago, who allows as how they do 
some selling in his territory, too, and that this team of horses has to be kept pepped 


up to haul all the schedule material he sells. 


It’s the same old story—East vs. West; 


go to it, boys; fair fight, no favors, and let the best man win. 

















“AMERICAN BRAND® 


§ WEATHERPROOF WiRE AND CaBLes | 
HAS NO EQUAL 


“AMERICAN 
BRAND" 


Weatherproof and 


Bare Copper Wire 
and Cables 


MECHANICAL 
PERFECTION 


Daily for over 20 years we 
have tested “American Brand”’ 
weatherproof wire, and found 
its variation is less than | % per 


1000 ft. 





That is but one reason for 
“AMERICAN BRAND” § su- 


periority and second costs less 








per Mile than any other WP 


| wire on the market. 


Send for a sample of this re- 


_markable wire—show it to 
| your trade! 


American Insulated 


Wire & Cable Co. 


CHICAGO 











HAS NO EQUAL 
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It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 


knob and all of our 


products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, Ill. 























“To make the point more clearly, 
said Mr. Manheim, ‘A few months 
ago one of our representatives trav- 
eled for a period of three weeks in 
daily company with three jobbers 
salesmen, all three representing differ- 
ent jobbers. Before they started out, 
each one put all his cards on the table 
by making up a list of the dealer 
customers of his particular house, 
agreeing that orders secured by our 
representative from customers of their 
houses were to go in the order book 
of the jobbers salesman who claimed 
the dealer as a customer, according 
to his original list made. And that 
in the event of an order being se- 
cured from a dealer who had not been 
a previous customer of any of the 
three jobbing houses, they would toss 
a coin and the winning one of the 
three jobbers salesmen would book the 
order. These jobbers salesmen had 
the manufacturer’s representative with 
them to feature the items from the 
manufacturer’s standpoint. They also 
had his trunk of samples to draw on, 
and the result was that something like 
87 new accounts were secured and, in 


general they booked some very nic: 
business from the regular trade.”’ 

Your correspondent asked, if this 
procedure was not found pretty ex 
pensive; to assign a representative 
for the particular work of cooperat- 
ing so closely with the jobbers sales 
men. ‘The Magnus explanation to 
this is: “Some manufacturers make 
it a point to deluge the jobbers and 
their salesmen with a mass of cir- 
culars and printed matter, selling 
hints, ete., which load is ultimately 
shifted to the jobber’s salesman to 
carry around with them. “Other 
manufacturers use the method ot hav 
ing their representatives work with 
the jobbers salesmen, thereby render 
ing their service in person.”’ And it is 
this personal touch that is depended 
upon. 

As Mr. Manheim says: “It simmers 
down to choosing a method of pro 
moting the sale of your wares and 
any procedure taken must naturally 
be regarded as an expense, which ex 
pense we gladly charge to “The 
Good of the Service”. 








Factory demonstrations, sales demonstrations and discussions of company policies 
affecting the sale of “Bull Dog” safety switches occupied these representatives of the 
Mutual Electric & Machine Co. at a conference in the home office in Detroit a few 
weeks ago. They made it rather rough for a couple of “Bull Dogs,” taking them 
down to the Congress street substation of the Detroit Edison Co., and treating them 


to about five times their rated capacities. 


The switches hung on in thoroughbred 


fashion, there being no breakdown of parts or jump-over to the grounded cabinets. 
It was announced at the meeting that E. A. Printz, 481 South Dearborn street, will 
have complete charge of sales of “Bull Dog” switches in the Chicago district, while the 
sale of open-type knife switches, cutouts and other products of the company will con- 
tinue under the direction of J. S. Jacobson, 627 West Jackson boulevard, for the same 


territory. 
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Edward Miller & Co. Buys | 
Duplexalite 


Arrangements were completed Feb. 
20 governing the future operation of 
the Duplexalite interests. Practically 
98 per cent of the stock of Edward 
Miller & Co. has been purchased 
by Rex J. Cole and his asso- 
ciates. Edward Miller & Co, have 
in turn purchased from the General 
Electric Co. the Duplex Lighting 
Works stock, business and good will. 


Edward Miller & Co. have re- 


5| 





Rex J. Cole, President 
Edward Miller & Co. 


cently been best known through their 
operations in the fixture trade with 
the Miller box line of lighting fix- 
tures, and in the central station field 
with the Miller line of portable 
lamps. They started in business in 
18t+ under the leadership of Ed- 
ward Miller, father of Edward Mil- 
ler Jr., who was president of the 
company at the time the company 
was taken over. During the 79 
years of their operation they have 
built up exceptional manufacturing 
facilities ineluding everything re- 
quired for the production of their 
merchandise, rolling mill, foundries 
and some 50 factory buildings cov- 
ering about eight acres of valuable 
real estate in the center of Meriden, 
Conn, They have during this period 
manufactured lamps for the use of 
whale oil, camphene and kerosene. 
They were the inventors of the fa- 
mous Rochester lamps for which they 
received medals of award at the Na- 
tional Centennial 1876. This com- 
pany has always taken a pioneering 
interest in development of lighting | 

















REG. U.S. PAT. OFF. 


Builds Profits For You 
In The Industrial Field 


Many plants are equipping entire departments with Reelites. 


Where flexible illumination is necessary, Reelites are unex- 
celled. The automatic reel keeps the cord off the floor, free 
from kinks and breaks, safe from the wheels of trucks and the 
heels of workmen. 


They are also provided with connector bodies for use with 
portable tools. 


The large unit sale in the average industrial plant means an 
excellent profit for your work. 


We will be glad to furnish you with copies of booklet 314 H 
which you can leave when you call. 








Manufactured by 
APPLETON ELECTRIC COMPANY 
Factory and General Offices 


1708 Wellington Ave., at Paulina St. 
CHICAGO 
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New Electrical Products, Illustrated 








Geo. J. Schneider Manufacturing Co, 
Detroit, has brought out an electrical 
device for stamping inspection legends 
on skins, meats, etc., for the meat- 
packing trade and other uses. The de- 












vice is provided with a triple die so that | 


one die can be heated while one of the 
others is in use and thus assure con- 
tinuous operation. The device is made 
for use only on 110 to 180 volts. 








Fitting practically all leading makes 
of irons in 6 and 6.5 Ib. sizes is the 
“Renuall” replacement flatiron heating 
element designed by the Ogden Mfg. 
Co., 88 South Dearborn street, Chi- 
cago. It is made with clear amber 
mica and the resistance material used 
is Nichrome wire. The element 1s 
guaranteed against burning out for a 
period of one year. 





The “Wall Ette,” a 
handsome wall lamp, is 
the newest number pre- 
sented by the Colonial 
Lamp & Fixture 
Works, 5642 #£Lake 
Park avenue, Chicago. 
It resembles a_ bridge 
lamp without the ped- 
estal and may be moved 
about to fit the furnish- 
ings of a room, for it 
is hung on the wall like 
a picture. The lamp 
and shade are support- 
ed by silk or a flexible 
metal rope _ carried 
through an arm which 
is attached to a wall 
plate. A metal tas- 
sel at the other end 
of the rope counterbal- 
ances the shade and 
permits it ito be ad- 
jjusted to any height to 








fit the surroundings or | 
light. | 


to give better 
Electrical connections 
are made by means of 
a silk cord and plug. 





| 





A new electric urn 
heater has been de- 
signed by the Edwin 
Wiegand Co., 422 First 
avenue, Pittsburgh, con- 
sisting of standard 
heavy duty “Chromalox” 
disk units, the resistor 
of which is embedded 
under hydraulic pres- 
sure in a cast iron re- 
tainer, held rigidly in 
place by an insulating 
compound. A_ three- 
heat switch is fastened 
on the side of each 
unit, with wattages 
ranging from 660 to 
2000 watts. 















The Reimers Electric Appli- 
ance Co.; 518 West 50th street, 
New York City, has recently 
introduced this new four-heat 
iron. It is adjusted by means 
of a swinging lever to any heat 
desired. Regulation is entirely 
independent of the plug, which 
need not be moved while the 
iron is in use. This feature 
adds materially to the length 
of the cord. Special sizes up to 
20 lbs. are made. 





Mogadore Insulator Co., 
Mogadore, Ohio, has de- 
veloped a knob for holding 
elegtric wires securely in 
place, without any danger 
of the wire touching the nail 
or screw. The feature of the 
device, it is claimed, lies in 
the fact that the knobs may 
be installed and the wires 
strung afterwards by pull- 
ing the wire tight under one 
ear of the knob and slip- 
ping it under the _ other. 
The device has been ap- 
proved by the  Under- 
writers’ Laboratories. 























armored cable cannot. 








Metal Molding Co., Pittsburgh, Pa. 
posed wiring and has the advantage over round armored cable, in that its 
depth is 7; to 4 in. less. On this account, it can be readily covered by the 
thickness of plaster used on brick and other surfaces, while round 
To the electrical contractor, this simple difference 
means a considerable saving. Instead of chiselling grooves in brick or tile 
to receive the extra depth of armored cable he may now install Ovalflex 
directly on the surface, as it is sufficiently shallow, when installed in this 
way, to be entirely concealed by the plaster. 
has been developed to go with the cable. 





“Ovalflex” is a new flat armored cable manufactured by the National 
This is for both concealed and ex- 


A line of “Ovalflex” fittings 
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New Electrical Products, Illustrated 








The Faries Manufacturing Co., De- 
catur,Ill., has placed on the market 
an adjustable bridge lamp having an 
extension and vertical swing adjust- 
ment. It is made of brass and is fin- 
ished in black and gold polychrome. 














The Campbell Electric Co., Lynn, 
Mass., has placed on the market a 
time circuit-breaker which has a total 
time range of 2 hours and can be 
set to open the circuit at any moment 
within this period. The time element 
and switch are enclosed in the one 
unit, and the dial on the front affords 
an accurate time setting. The breaker 
has a capacity up to 30 amperes at 
110 volts or 15 amperes at 220 volts. 
The device is connected in series, and 
this connection can quickly and easily 
be made. The escapement mechanism 
starts when the switch is closed. 








Especially designed for radio use is 
the “Electrahot” soldering iron recently 
developed by the Electrahot Appli- 
ances, Inc., 801 Fifth avenue, Minne- 
apolis, Minn. It embodies a special 
alloy heating element that operates on 
alternating or direct current and holds 
an even temperature. It is equipped 
with a 6-ft. extension cord and two- 
piece attachment plug. 











The Rogers 
Electric Labora- 
tories Co., 2015 
East 65th street, 
Cleveland, Ohio, 
has placed on the 
market a new 
“Twin Heat” hot 
plate, equipped 
with a two-way 
switch operating 
either one or two 
plates as desired. 
The list price is 
$5; west of the 
Rockies, $5.50. 











Not only valuable to the lineman 
and electrician but also in the railway, 
telegraph, telephone and power-plant 
fields are the “Rimco” rubber-insulated 

Some of the features of the “Way” plier and screw driver recently devel- 
portable electric drill recently de- oped by the Rubber Insulated Metals 
veloped by the A. F. Way Co., Inc, Corp., 50 Church street, New York 
Hartford, Conn., are that no special City. The insulation is semi-soft rub- 
threads are used in the construction, ber and is bonded to the handles by the 
the gears are supported in bronze bear- “Elchemco” process, so that it cannot 
ings at each end and are of high-grade come off and crack or break if dropped. 
steel. The drill may be dissembled and These tools are tested and passed by 
reassembled complete in 15 min. the Electrical Testing Laboratories, 
New York City, at 10,000 volts. 



















An adjustable extension for 
candle fixtures and brackets 
has been placed on the mar- 
ket by the B. & L. Metal 
Stamping Co., Inc., 155 Jama- 
ica avenue, Brooklyn N. Y. 
The adjustment is made by 

















tightening the screw as shown The Gilbert H. Downey Co., 17 South 
in the illustration. The device 17th street, Philadelphia, Pa, has for 
is made of steel and is furn- distribution its new “E-C” phonograph 
ished in three _ different attachment for Victor and Columbia 
lengths. phonographs. This attachment is com- 






plete with special loud speaking unit 
(with cord) and aluminum case which 
fastens onto the tone arm of the phono- 
graph after the reproducer is removed. 
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New Electrical Products, Illustrated 




















A new line of radio sparkers has 
been brought out by the Manhattan 
Electrical Supply Co., 17 Park Place, 
New York City, designed to operate 
each tube on a pair of special cells 
assembled in an attractive container. 
The device is equipped with a special 
spring clip connector for quick and 
positive connection. Each connector 
has a double contact which allows the 
wire to be shipped in sideways. The 
cost per hour of service rendered by 
a Red Seal Radio Sparker is much less 
than the cost per hour of service ren- 
dered by a storage battery, taking into 
consideration initial and recharging 
costs. 





























A ten-inch electric fan, finished in an 
attractive ivory tinted enamel with 
nickel, plated trimmings, that will har- 
monize with the furnishings of almost 
any room, has recently been placed on 
the market by the Westinghouse Elec- 
tric & Manufacturing Co. Its pleas- 
‘ ing appearance and low-operating cost 
make it ideal for household use. The 
fan is made in the oscillating style and 
is equipped with a three-speed control 
which allows a wide variation of 
breeze. It is fitted with 8 ft. of flexible 
cord and a separable attachment plug 
for lamp or wall-socket connections. 
The oiling system is automatic and is so 
arranged that oil cannot drip on the 
armature. 




































Following are the outstanding 
features of the “Ilgair” portable 
panel manufactured by the Ilg 
Electric Ventilating Co. Chi- 
cago. It is decidedly “port- 
able’; no nails needed, as the 
panel hangs directly over the 
moulding; ten ft. of extension 
cord with each panel; painted in 
white enamel and the fan itself 
standard Ilg green; ventilator 
is 16 in. in diameter and handles 
1500 cu. ft. of air without any 
restrictions; variable speed .mo- 
tor has three speed regulator 
for a.c. and 50 per cent speed 
reduction in d.c.; three sizes, 
namely 36 in., 42 in. and 48 in.; 
weight, panel and all, approxi- 
mately 55 lbs; adjustable flap 
on the bottom of the window 
closes gap between panel and 
upper or outer sash automat- 
ically. Measure the inside of 
the casing and then order the 
nearest sized panel that will 
permit the same to cover the 
outside of the casing about half 
way. 








A new line of fractional horsepower 
motors of the split phase type has been 
developed by the Robbins & Myers Co., 
Springfield, Ohio, suitable for washing 
and ironing machines and other house- 
hold, office and similar appliances. They 
are equipped with splash-proof venti- 
lated end heads, the one located 
opposite the pulley end is removable, 
and the one at the pulley end is cast 
integral with the frame. 








Adaptable, but sturdy, the “Dumore” 
geared utility tool is the solution to 
difficult, hard-to-get-at drilling, en- 
graving and die-sinking problems. It is 
equipped with a “Dumore” universal 
dynamically balanced motor, insurance 
against vibration. These motors operate 
equally well on alternating or direct 
current. 








Allen-Bradley Co, 498 Clinton street, 
Milwaukee, Wis., has brought out an 
across-the-line starting switch for small 
induction motors. Overload and low- 
voltage protection is offered by the 
starter when used with the standard 
push button. Failure of the supply 
voltage or a continuous overload will 
open the contactor, while return of the 
voltage will not reconnect the motor 
unless the start button is pressed. 
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quauiry PORCELAIN 


Manefactured under license from the 


Our goods 
marketed 
through the 
Jobber. 


Patented. 
Feb. 3, 
1920 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 











Minneapolis 
In the Heart of 
the Retail and 
Theatrical Dis- 
trict. 
450 Rooms at Moderate Rates 


4 Large Cafes 
The Largest and 


Most Complete 
Hotel in the 
Northwest. 





accessories, and for the past year 
have been manufacturing the Duplex- 
alite, marketed by the Duplex Light- 
ing Works of General Electric Co. 
In this consolidation, they followed 
the precedent previously established 
of continuing pioneering promotional 
effort in furthering more general use 
of modern lighting equipment. 

At the annual stockholders and 
directors meeting held February 20, 
Edward Miller was elected chairman 
of the board; Rex J. Cole, president; 
Michael Schwarz, vice-president and 
general manager; G. P. Norton, vice- 
president; I. B. Miller, vice-presi- 


dent; Samuel McNab, treasurer; 
Hewitt Warburton, secretary, and 
Lewis E. Frost, assistant secre- 
tary. The executive offices will be 


at Meriden, Conn., the New York 
store and wholesale and export de- 
portment will be retained at 68-70 
Park Place, New York City. The 
Chicago and San Francisco offices will 
be retained and enlarged. 





Norris C. Hustep who has been 
a sales engineer for Hubbard & Co. 
for the past five years has been made 
manager of the Hubbard Pressed 
Steel Co., Niles, Ohio, a subsidiary 
of Hubbard & Co., recently organized 


for the exclusive manufacture of 











Hotel Radisson 





Norris C. Husted 


Peirce specialties. He began his 
manufacturing activities in the tool 
room and experimental department of 
the Westinghouse Electric & Mfg. Co., 
and later connected with the West- 
inghouse Machine Co., in charge of 
shop production. Before his connec- 
tion with Hubbard & Co. he was as- 
sociated with the Union Electric Co. 
for six years in the capacity of assis- 
| tant sales manager. 











| 











The 
“Red Devil’ 
Havens’ Grip 
Is Made to an 
Exacting Standard 


HE “Red Devil’ 

Havens’ Grip embodies 
the same high ideals that are 
identified with the manufac- 
ture and workmanship of all 
other “Red Devil” Tools. 


Improvement has been made in 
the “Red Devil” Grip by broach- 
ing a hole in the solid female 
member instead of bending over 
a loop to form the neck, as in 
other grips. This method of 


construction gives the _ grip 
greater tensile strength. Prac- 
tically impossible to break 


through the eye of the loop. 


“Red Devil’ No. 368, for No. 8 and 
smaller wires. 


“Red Devil’? No. 369, for %% inch and 
smaller wires. 


Send for Trade Prices 
Electrician’s Tool Booklet Free 


SMITH & HEMENWAY CO., Inc. 
Manufacturers of “Red Devil” Tools 
266 Broadway New York, N. Y- 


Sell him “Red Devils’’ 
Keep his confidence. 
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Hydro-Proof 
Tape 


is a real insulator. 


Where Hydro-Proof Tape 
is used there is no faulty 
insulation. Tests have prov- 
en its di-electric strength 
to be unusually great. 


It is equally serviceable 
under direct and alternat- 
ing current. 


For high voltage work 
Hydro-Proof Tape is un- 
excelled. 


Futhermore, it withstands 
weather and time,—a truly 
dependable insulator. 
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PUBLIC SALE 





We have purchased 122,000 pair 
U. S. Army Munson last shoes, 
sizes 5%4 to 12 which was the en- 
tire surplus stock of one of the 
largest U. S. Government shoe 
contractors. 


This shoe is guaranteed one 
hundred percent solid leather, 
color, dark tan, bellows tongue, 
dirt and waterproof. The actual 
value of this shoe is $6.00. Owing 
to this tremendous buy we can 
offer same to the public at $2.95. 

Send correct size. Pay post- 
man on delivery or send money 
If shoes are not as repre- 
sented we will cheerfully refund 
your money promptly upon request. 


order. 





National Bay State 
Shoe Company 
296 Broadway 


New York, - - - N.Y. 














P. A. Geter Co., Cleveland, this 
; year held a 80-day series of group 
, conferences with its factory repre- 
sentatives instead of the usual an- 
nual convention of salesmen. The 


ments with this more intimate form 
of contact, and has been found to 
be productive of better results than 
the large meetings were. “We en- 
deavored to give the men a broader 
background of understanding of the 
business,’ said A. H. Zirke, credit 
manager. ‘‘We told them, for in- 
stance, some of the details of the 
workings of the credit department 
and endeavored to make them under- 
stand why it is essential that they 
should not delay in sending in credit 
information. Many of them, as a 
result, are now making it a rule to 
send a daily report to the house. 
The conference plan means heavier 
work for the executive than the con- 


it well worth the extra effort. 


once, we can be sure they understand 
and absorb all we have to say.” 


G. B. McNarr, who is well known 
in the electrical industry, has been 
appointed district illuminating sales 
engineer, for the Denver territory of 
the Westinghouse Electric & Mfg. Co. 
Mr. MeNair has had wide experience 
in the electrical field, much of his 
time having been devoted to lighting 
and kindred subjects. After graduat- 
ing from Purdue University in 1908, 
he was first a draftsman for a consult- 
ing engineer, later going to the Wag- 
ner Electric Corp., of St. Louis, as 
sales engineer. In 1918 he joined the 
ranks of the Western Electric Co., of 
Denver, as lighting specialist, where 
he remained till recently, when he 
was appointed district illuminating 
sales engineer for the Westinghouse 
Company. Mr. McNair will devote 
most of his time to street lighting and 
his services will be available to any 
municipality interested in this type 
of civic improvement. 


Hart & Heceman Mfg. Co., 
Hartford, Conn., announce that here- 
after all H. & H. lighting switches 
ean be* furnished with “Radio” (lu- 
minous) buttons. A special process 
for which patent has been applied 
makes it possible to insert the lumin- 
ous unit without the use of heat, thus 
| securing maximum luminosity and 
| greater length of service. 





plan grow out of successful experi- | 





vention does, of course, but we find | 
In | 


talking with only three or four at | 














“CENTRAL” 
Rigid Steel 


CONDUITS | 


The ideal pipe for jobbers—be- 
cause it wears well before and 
after installation; because we 







keep large stocks of Conduit, 
Elbows and Fittings for quick 
delivery. 





A piece of “Central 
Black” wound round 
and round like wire, 
without buckling, flat- 
tening or chipping the 
enamel. The ductility 
and finish are exclu- 
sively “Central.” 

“Central Black” is en- 
ameled; “Central 
White” is galvanized. 
We have recently in- 
troduced new _ proc- 
esses in the manufacture of “Cen- 
tral White” and “Central Black” 
Conduits with the result that the 
finish of these products is now bet- 
ter than ever. By this new process, 
flaking or scaling of finish is elimi- 









nated. 
‘Central White” “Central Black” 
(Galvanized) (Enameled ) 





CENTRAL TUBE CO. 


PITTSBURGH, PA. 














BE A BOOSTER 





Tell Your Friends 


About 
THE JOBBER’S SALESMAN 





of engraving and the 





Every Business 


of consequence ought to have proper card 
REPRESENTATION. 
WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—suDPeriority 









convenience of the book 

form style ex- 

plains why. 
Send for 


The John B. Wiggins Company, 
Established 1857 
Engravers Plate Makers Die Embossers 


10n Peoples Gas Bide. CHICAGO 


























March, 1923 


THE JOBBER'S(AJSALESMAN 














“| Selling Speed 


the clean-thread, time- 

P S saving conduit sells 
e ® quicker, easier, better. 
You assure the contractor job ef- 
ficiency and it backs up your sales 


talk so thoroughly that it is a sure 
repeat. 





Reaches the job ready to install. Elim- 
inates reversing couplings and running dies 
over pipe ends. Patented Thread Protect- 
ors keep threads sharp, true and clean— 
with just enough enamel to protect from 
rust. Costs no more than ordinary enam- 
eled conduit—earns more. 


PITTSBURGH PA. 


METALS CO 




















HEMINGRAY 
— STANDARD © 
ANSULATORS 


AMI 

















Glass Insulators 


for medium voltage 


Power Lines 


are Best Because they 
serve Better, last 
Longer and cost Less. 








Let us send you more in- 
formation about these In- 
sulators. 

















HEMINGRAY 
GLASS CO. 


OFFICES & FACTORY 
MUNCIE 
IND. 
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GREATER VOLUME of business than 
in the height of boom times was re- 
ported by The P. A. Geier Company, 
Cleveland, at the opening of 1928. 
General Manager Frank J. Gottron 
stated that December business showed 
a 25 per cent. increase over normal, 
and orders for January shipment 
were far above the usual quantity, 
proof that the trade was sold out. 
“On December 30,” Mr. Gottron de- 
clared, “after a month of working a 
night shift as well as going at full 
day-time capacity, the factory had on 
hand only 600 Royal cleaners, or 
eight per cent of the regular factory 
minimum. The sales during Decem- 
ber and the first part of January 
eclipsed all former records of the com- 
pany. Orders were pouring in at such 
a rate that production was not halted 
during the yearly inventory-taking, 
but was continued at top speed.” 


Work is well under way on the 
new $700,000 building being con- 
structed for the Westinghouse Elec- 
tric & Mfg. Co., in Chicago. The 
building, which is located at West 
Pershing road and Leavitt street, will 
be used for a combination district 
sales office, warehouse and _ service 
shop and is the first of three build- 
ings to be erected at this location. It 
will be seven stories high, will con- 
tain 218,000 sq. ft. of floor space, and 
will be of reinforced concrete con- 
struction. Work was 
vember 1 and will be completed about 
the first of next May. 














This headset, exhibited at the recent 
New York Radio Show, by the Radio 
Industries Corp., 181 Duane Street, is 
probably the largest ever built. The cord 
was 80 feet long. The complete receiver 
weighed over 150 lbs. All parts were re- 
produced to size, and there was no “fak- 
ing.” Thus, for instance, the aluminum 
shells were made from a solid aluminum 
casting. The magnets were of steel. The 
soft rubber headband was reproduced in 
pure rubber. Not only was the reproduc- 
tion perfect, but the giant headset actually 
worked! A microphone was used to speak 
into, and the big receivers talked loudly 
and distinctly. 


started No- | F'very electrical product is 


If it’s electrical infor- 
mation you are seeking, 
consult the 


EMF 
FiecrricaL Year Book 


It contains over 1000 
solid pages of practical in- 
formation on every con- 
ceivable electrical subject. 


Every electrical word and 
term is defined. 


defined and all manufac- 
turers of each listed. 


Over 5000 trade names 
listed. 


Details the history and de- 
velopment of the industry 
in all its branches. 


Use the EMF 


You'll Find it Indispensible 


ELECTRICAL TRADE Pus. Co. 


PUBLISHERS 


53 W. JACKSON BLVD. 
CHICAGO 
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White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use 
—no harmful or acid effect on hands 
or clothing. 


Guaranteed 
Permanent - Heat Proof 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 
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Tests. 


Show the Facts 


em | 

Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 





Electrical Testing 
Laboratories 
80th St. and East End Ave. 
New York City 
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Wittiam H. Dey of the United 
States Radium Corporation who has 
just finished the first thousand calls 
of a trip on which he intends calling 
on the architects of 70 cities, says 
that the catalog his firm is issuing 
follows the suggestions outlined in the 
American Institute of Architects 
bulletin. This fact brings up the 
question of filing and he is surprised 
at the unusual amount of interest this 
bulletin has stirred up. 

The American Institute of Archi- 


tects bulletin referred to is num- 


_ ber 172 in which a very useful sys- 





| 


tem of filing is outlined. The head- 
ing of this is “A File System for 
Architects’ Offices,” and gives the 
standard classification used by the 
Institute. 

These suggestions for filing have 
met with universal approval from the 
architects generally and the fact that 
the architects are taking a keen in- 
terest in better filing should be of 
decided interest to all manufacturers 
and supply houses who through better 
filing on the part of the architect will 
get much better returns from the ad- 
vertising matter and catalogs) fur- 
nished. Proper co-operation between 
members of electrical trades and arch- 
itects will result in mutual benefit and 
it is very interesting to note this ac- 
tion on the part of the architect. 


The achitect has some very clearly 
defined ideas on how he wants refer- 
ence material made up and a very 
convenient waste basket for material 
not properly prepared. The rest he 
now files where he can find it. This 
is better than throwing everything 
out or keeping everything and not 
being able to find anything. 


* * * 


ANNOUNCEMENT is made of the ap- 
pointment of G. B. Gaiennie as gen- 
eral manager of sales of the Sun- 
shine Sales Co. by the Wise-McClung 
Mfg. Co., with sales and advertising 
offices, second floor Prospect-Fourth 
Bldg., Cleveland. Mr. Gaiennie was 
for a number of years Western man- 
ager of Brokaw-Eden Co., with 
offices in St. Louis and until lately 
general sales manager of Gillespie- 
Eden Corp. in New York. 


* © .& 


Tue Avutovent Fan & Biower 
Co., 730 West Monroe street, Chicago, 
has recently appointed Walter M. 
Jones a district representative for its 
line of ventilating equipment in the 
Rochester, N. Y., territory. 














NATIONAL ADVERTISING 
IN RADIO 


POPULAR 
MAGAZINES 


and their uni- 
formly _ satis- 
tory perform- 
ance, have 
created a posi- 
tive and wide- 
spread de- 
mand for 


“ALL-AMERICAN” 
Amplifying Transformers 
(Radio and Audio Frequency) 


Dealers handling 
this line have 
every advantage: 
Quick Sales; lib- 
eral discounts; 
effective co-oper- 
"SA ation—and the 
@ knowledge that 
they are giving 
their customers 
the best Trans- 
formers ever 
built. 


Send for circular and Discounts. 


RauLAND Mre.Co. 


ND 
35 So. Dearborn 9t., Chicaco, II 














































The Valentine- 
Clark Co. 


cur CT Pu 


New York Teledo Chicago 
Minneapolis Spokane 


HE secret of wood preser- 
Poison 
your wood so it will not be at- 
tacked by fungi at the ground 
line, by using a HIGH-BOIL- 
ING OIL OF COAL TAR. 
This will forever hold the poison 
and not leach out. 


vation .is simple: 


Results are 
permanent if properly applied. 


> 
Specify V-C Butt Preservation. This 
guarantees you a perfect Process of 
Pole Butt Preservation. 

















March, 1923 


THE JOBBER'SPJSALESMAN 





1038 














PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Butt Treated 


T. M. Partridge 
Lumber Company 











220 Broadway, 
New York 








POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


2844 Summit St., 


Rialto Bldg., 


San Francisco, Calif. 

















WESTERN RED 
GUARANTEED GRADES 
24Hour Service 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


SEND FOR BOOKLET 
<—o~ VALUABLE 
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Intanp Grass Co. is the name of 
a new manufacturer of illuminat- 
ing glassware located at 6101 
West 65th Street, Chicago. The 
production capacity of this company 
is $2,500,000 worth of glassware an- 
nually. The capital stock is $750,000 
preferred, and paid in. Ground was 
broken for the new factory plant 
October 1, 1922. Production began 
February 19, 1923. In other words, 
the factory started running just four 
and one-half months after the first 
spadeful of soil was turned over— 
a rather unusual record for speed in 
getting a new manufacturing concern 
under way. J. B. Weaver, formerly 
vice-president in charge of produc- 


H. P. Withers is secretary-treasurer. 
Fred W. Stewart is factory manager 
and Ernest W. Fogel is superintend- 
ent in charge of glassmaking. Both 
Mr. Stewart and Mr. Fogel were 
formerly connected with the Phoenix 
Glass Company. The Inland Glass 
Co. will manufacture a complete line 
of illuminating glassware for domes- 
tic, store, office, factory and street 
lighting purposes. 
7 * * 


Tue Bussmann Mere, Co., St. Louis 
has opened an office in the Philadel- 
phia Bourse, Philadelphia, with A. E. 
Arthurs, district manager, in charge. 
The Bussmann company has always 
done a good business in this territory 
and the new office will enable it to 
give better service to its many cus- 
tomers. Mr. Arthurs has been with 
the Bussmann company for a number 
of years, the greater part of time as 
district manager of the Pittsburgh 
territory. R.C. McDaniels succeeds 
him in Pittsburgh. 

+ * + 


Monroe Guett, for some time fac- 
tory manager of the Hart & Hege- 
man Mfg. Co., Hartford, Conn., has 
been elected vice-president, retaining 
his former title also. Mr. Guett has 
been in the employ of this company 
for about 80 years. John R. Cook, 
who has been in the sales department 
for about seven years, has been ap- 
pointed assistant sales manager, with 
headquarters at Hartford. 

* * * 


Tue Mercury Time Switcu Co., 
Detroit, Mich., has moved from 2230 
East Canfield avenue to 31 East 








Woodbridge street. 





tion for the Pullman Car Co., is | 
president of the Inland Company. | 
Noble B. Judah _is vice-president. | 


HOOD RIVETED ON 
Wrigley Toggle Bolts 


Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 
First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, Ill. 











YOUR TRADE IS ASKING FOR 


Ensign “H” 





BINDING 
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Buddy 
Lay in a stock of these live sellers. 
Sold through jobbers at attractive 

Write for bulletin 10. 


THE H. H. EBY MFG. CO., PHILA., PA. 
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YAGER’S 


Soldering Flux 





century. 


sufficient 
ALEX 
BENS 
Cco., I 
HUDSON, 


Standard for 
nearly halfa 


Keeps 


diy and granular 
in new style con- 
tainer. Non-cor- 
rosive. See that 
your dealer has 


stock. 


. R. 


ON 


ne. 
N. Y. 

















THE JOBBER’S(JJSALESMAN 





An Unworked Market 
for the Electrical Jobber 


TANDARD motors for general use and special 
motors built to individual specifications, offer the 

electrical jobber a splendid opportunity for quick sales 
and real profits. Unless you are already in the field, 
this is a timely tip to go out and secure your share of 
this profitable business. In your territory there are 
doubtless many manufacturers of electrically driven 
tools, devices and appliances who buy thousands of 
small motors every year. Dumore motors will make 
it easy for you to divert this volume of business to 
your books. 
We want you to back our fractional H.P. motors and 
are doing everything possible to warrant your support. 
Our Advisory Department is at your service to aid you 
in solving you customer's motor problems. The high 
quality of our products assure you satisfactory and per- 
manent sales. Our advertising helps make these sales 
easy. And our distributing policy eliminates the com- 
petition of direct factory sales. 
Let us supply your salesmen with specific information 
that will enable them to talk authoritatively on special 
- motor applications. Get the full details of our profit- 
making selling plan. 


Wisconsin Electric Company 
1617 16th Street, Racine, Wis. 
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Eveready Focusing 
Searchlight — with 
the 500ft. Range 












* 2 4 « A 500-foot bee-line of light. An Eveready Focusing Searchlight is an outdoor necessity ” 


Another Eveready triumph—the new Eveready Focusing 
Searchlight with the 500-foot range —a real hand search- 
light—tears a hole in fog, smoke, or blackest night! 















i A more powerful longer range 


development of the _ noted 
Eveready Spotlight. The most 
intense light concentrated in a 
Flashlight for popular use — 


3,000 candle power at the focal 


sportsmen on land and water, 
let your experience with the 
Spotlight tell you what this 
Searchlight can do for you. 
Try it. We’ve priced it low— 
$4.50 complete with batteries, 





and extra Eveready concentrated 
filament Mazda lamp in end 
cap—in either corrugated fibre 
or nickel-plated case. 


point in a broad beam of 
piercing light. Automobilists, 
campers, vacationists, firemen, 
policemen, watchmen, seamen, 























ye , 


is a sample of what the National Carbon Company is constantly doing to help you increase your 
sales. The above advertisement appears in attractive color as a full page in the March 17 issue 
of The Saturday Evening Post, and will be published in a large number of popular magazines 


NATIONAL CARBON COMPANY, 
Long Island City, N. Y. 
Cleveland 


INC. 


Atlanta 


Chicago Kansas City San Francisco 








HE CUSTOMER who buys an R & M Fan has daily cause to feel kindly 
toward the dealer who sold the fan. Its absolute dependability, quiet 
operation, light weight and beautiful appearance are a constant source of 
satisfaction which outweighs many times the small saving which might 

have been made by purchasing a cheaply constructed product. 


The dealer who is building for business permanence knows it is far better to lose 
an occasional sale to the customer who is buying on a price basis, than to lose 
his good-will through a product which is apt to prove a disappointment in service. 
That is why so many jobbers who have been in business and prospered throughout 
the quarter of a century the R & M Fan has been on the market, have special- 
ized on the R & M line during this entire period. It insures a healthy, growing 
fan business for dealers and a steadily increasing business for the jobber who 
serves them. 


THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


Robbins Ma _& Myers 


» and Fans 





